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There are no idling rotors in the Brodie BiRotor—no waste motion. In the 
BiRotor, both rotors carry liquid and both do the measuring job. The exclusive 
BiRotor design means that every Brodie meter operates at full-rated capacity 


with complete dependability over long periods. This BiRotor design also means 


that you always are assured of minimal down-time, negligible maintenance 


costs. For any installation — from well-head to tank truck, BiRotors measure 


millions of gallons each day with unvarying precision. 


Only in the BRODIE BiRotor 
NO WASTE MOTION 


Both rotors-carry the liquid... 
Both rotors - measure! 





Famous fuel unit “firsts” from Sundstrand 
—the hydraulically balanced, piston-type valve— 


Sundstrand fuel units have been developed to such 
a high degree of operating efficiency that we some- 
times forget that there was a time when oil-burn 
ng pumps were not nearly so dependable. 

\ frequent source of trouble, necessitating 

Stly service calls, was the valve. Unequal inter 

pressures would cause pulsations and eccen- 

oads that resulted in cocking and binding. 
Chis, in turn, caused leakage and afterdrip that 
could carbonize and foul the nozzle tip. 

Chis presented a real challenge to Sundstrand 
engineers. After much experimental research 
and development work, they finally perfected a 
new type of hydraulically balanced, piston-type 

e that rapidly became the standard of the 
\dustry 

Chis new valve was designed with three bypass 

ts, spaced equally around the piston sleeve, 
*h distributed pressure evenly, eliminating all 
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eccentric loads on the piston. Thus, for the first 
time there was a valve with a balanced, free-acting 
piston. Then, to assure friction-free performance 
for the life of the unit, Sundstrand incorporated a 
rugged, spring-loaded, chromium-plated piston 
sliding in an Ojilite sleeve, and sealed it with an 
“O” ring for easy removal. On the rare occasions 
when service was required, the entire valve assem- 
bly could be cleaned or replaced without removing 
the unit from the burner. 

The over-all simplicity of this valve design 
helped eliminate many of the failures experienced 
with other types. Today, we take for granted the 
fact that Sundstrand fuel units give quiet, clean, 
smokeless starts and quicker, more positive cutofl 
that keeps the nozzle dry between firings. 

For the latest in fuel unit design, easy installa 
tion and service, low maintenance requirements, 
and long life, always specify Sundstrand. 


matey  SUNDSTRAND HYDRAULICS 


DIVISION OF SUNDSTRAND CORPORATION 


Look for this sign 2210 Harrison Ave., Rockford 
—it's your guarantee ee oe eee 
of genuine parts and nl o— 
certified service. 
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Eastern Sales Of nit Ave., Summit 


14 Strachan Ave., Tor O " . nm by Sundstre 
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OIL BURNERS-WATER HEATERS-—-SUPPLY PUMPS 


famous the world over for Quality and Economy 


UN-RAY “SHELL HEAD” - SUN-RAY O1L-FIRED 
OIL BURNERS : 3 WATER HEATERS 
‘HIGH TEMPERATURE ‘ zes—8 Models 

. gee COMBUSTION HEAD. ; 
- Capacities 0.5 to 10 G. P. H. 


‘ Copper-Lined, Glass-Lined, Stone-Lined 


SUN-RAY =4-5 OIL BURNERS 
Approved for +4 and +5 Oil 
Capacities from 3 to 25 G. P. H 


: "i 


WILL SUPPLY UP TO 180 GALLONS OF 
HOT WATER PER HOUR—100°F. RISE. 
- LONG, LIBERAL GUARANTEES. NO TEM- 
PERATURE RESTRICTION ON STONE- 
LINED OR COPPER-LINED MODELS. 


SUN-RAY BURNER MANUFACTURING CORPORATION 
139-22 QUEENS BOULEVARD + JAMAICA 35, N. Y. 


THE SUN-RAY FAMILY OF QUALITY PRODUCTS FOR HOMES + FACTORIES + WAREHOUSES 
APARTMENT BUILDINGS + CHURCHES + SCHOOLS 
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Among other things... . 


For years fueloil distributors, and builders as well, have 
asked why they can't have a single oil storage for a whole 
builder development. There’s one now under way in up- 
state New York and the story is here 


STREET, 
SECOND 

Schulz has another description of a new oilheating equip- 
ment development, this time it’s a double spinning metal 
combustion chamber that gets some great performance fig- 
ures. Then an article on how to handle “Do it Yourselfers,” 
showing what they can and can't do well 

The Meenan oil drivers who have worked with the new 
computing register on their truck meters have some view- 
points worth noting; they praise the time saving and the 
absence of errors in both field and office. Again, there's 
a Clever series of selling charts from friends in Canada, and 
three Pacific Northwest items. 
15 Cover Photo: Months are changed to minutes in this new 
Honeywell analog computer that simulates outdoor temper- 
atures, wind direction and velocity, solar effects 





ib THE AMERICAN free enterprise 


style of business it’s human nature 
to want to discredit competitive prod- 
ucts, up to a point, in order to make 
the critic's own product look better 
The fuel industries have done their 
share certainly of “viewing with alarm 
the competitor's shortcomings 

The oilheating groups went through 
that stage some years ago and have 
pretty well reformed, with one or two 
notable exceptions, and even those are 
in a state of suspended animation. 

No longer do we picture arms and 
legs flying through the air following 
a gas explosion, nor babies being as 
phyxiated from a leaking coal furnace 
These could be truthfully portrayed be 
cause they happen all too often, but 
we have reached the mature stage of 
knowing that the buying public doesn’t 
react favorably to a company or an 
industry that uses gruesome details in 
promotion. 

For years the gas industry complain 
ed of our scare stories about their 
lethal capabilities. Now the shoe has 
moved over to the left side. The gas 
industry is by inference and negative 
innuendo trying to discredit oilheating 
They think we're dirty, that we smell, 
that we get stuck in the snow, that our 
tanks make the house awfully crowded, 
that we rob the customers to replace 
a nozzle, and in general we're not a 
white collar fraternity. 

The new NOF! president, Glenn 
Werly, has observed and commented 
on some of the gas promotion, notably 
the mass media ads of the American 
Gas Association. In various speeches 
of the past month he has mentioned 
AGA advertising in the Saturday 
Evening Post of May 13, in which five 
of the eight points made were designed 
to “adversely affect the product image 
of heating oil”. 
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Werly is also taking a very dim view 
of the subsidies being aggressively pro- 
moted by some utilities, as representing 
a form of competition which the small 
heating oil dealer cannot meet. “I have 
no quarrel,” he said in a Hartford 
speech, “with the gas companies and 
their right to compete for the home 
heating business, but I do not believe 


public intended that 


authority ever 
they should use their monoply position 
and strong capital structure to liquidate 
small independent businessmen. If I am 
wrong in this assumption, the free 
enterprise system which we value so 


much today is under serious threat.” 


age WATT, of Electro-Watt 
Co., Seattle, had an interesting ob 
servation when we ran into him the 
other day. Electric heating for apart 
ments in his city is gaining popularity 
with landlords for an understandable 
reason. They find that the tenant will 
pay just as much for an electrically- 
heated apartment as for conventional 
heating. But with electric heat the 
cost is on the tenant’s meter and he 
pays it. With oilheating, the landlord 


pays 


F° R NEW CAMPAIGNS have been 
added to the NOFI roster of local 
idvertising groups in the second quar 
ter round of certifications, bringing the 
total to 80. The newcomers are in 
Monticello, N. Y., Sunbury and State 


College, Pa., and Saline, Michigan 


RTHUR M. CANNON, vice-presi- 
dent and economist for Standard 
Insurance Co., Portland, Oregon, has 
developed some charts that modify the 
popular expectation of an early hous 
ing boom 
The charts begin with the record of 
births trom 1920 to 1960, show the 
rate of new tamily formation and when 
people typically buy homes 
New family formations of a million 
ear were seen in 1959; from there 
projection is sharply up, hitting 
million in the year 75, almost 
a straight line 
Che proportion of family heads own 
ing homes is the key. Not until age 
53 have 50! 


and at age 40 we find 65° 


of them bought homes, 


owning 


them, and that’s almost the top of the 
curve. Only about 20°% buy homes 
early in marriage or in the low 20's 
Thus the home buying peak that we 
all expect as a result of the wartime 
baby crop may be coming in the 70's 
rather than the 60's. So we'll now be 
looking for a sort of “status quo” in 
annual number of homes built, roughly 
a million and a quarter, and find more 
ways to get them for oil heat. Unless, 
of course, the President's 40 year mort 
gage—no down payment plan changes 


all signals overnight. 


EST CAMPAIGNS to learn if gaso 
line consumption can be enlarged 
through promotion § will break soon 
APIS 


Committee. The test cities are to be 


through Travel Development 
Springfield, Mass., Harrisburg, Colum 
bus, Ohio, Muncie, Cedar Rapids, Bir 
mingham, Houston, Denver, Sacra 
mento and Seattle. API has k idgeted 
for the pilot campaigns $443,000. Each 
city will get 12 black & white and 
seven color ads, and the announcement 


folder shows some beautiful stuff 


N AD AGENCY executive handling 
AS. of the larger Midwest coop- 
erative campaigns for oil heat reports 
putting up a real fight to get oil used 
in a new home he bought in a develop 
ment, finally got it. The first oil deliv 
ery brought this cheerful comment 
from the driver, “You sure are out of 
your mind. It will cost you three times 
as much as it would to heat with gas. 


NoF! educational director, please note 


So. NOTEBOOK jottings while sit 


ting in a sales conference of Liqui- 


fuels, Ltd., large Canadian independent 
operator of fueloil terminals . 

“Your salesmen must have visual 
aids, conversation is not enough” .. . 
Listen to your salesman; he’s your best 
ambassador” “The new man—you 
can tell in 30 days if he’s the right 
kind” . “If you hire a man that's 
too good for the job, that’s as bad as 


not good enough” “Replies are 


Boh hay 


not answers” 
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INSTANT INVOICING—a complete invoice is 
calculated and printed automatically, right at 
the point of delivery! 


The amazing new Lockheed Computing Register, 
installed on your trucks, prints a complete, accurate 
invoice the instant oil delivery is completed. The 
driver simply inserts the ticket and turns the handle; 
makes the delivery; then turns the handle back. The 
invoice is calculated and printed automatically. 
Result—Jnstant Invoicing gives you new profits 
through savings in these 3 important ways: 


1. CUTS DELIVERY COSTS—Lockheed’s Comput- 
ing Register prints a complete invoice in less than 
a second. Saves at least a minute per delivery. 
Makes your trucks more productive. Your driver 
does not waste time calculating and then filling in 
the delivery ticket. He just cranks the handle. Jn- 
stant Invoicing can substantially reduce delivery 
cost—probably your single biggest expense. 


2. SAVES BILLING EXPENSE—the Computing 
Register makes the delivery ticket your customer’s 
invoice. It instantly does all the figuring—with or 
without sales tax or discounts. Think how this can 
reduce your overhead! It saves unnecessary billing, 
cuts clerical time required for checking and extend- 
ing delivery tickets; and for typing, handling and 
mailing invoices. It provides record copies for you, 
too. /nstant Invoicing means faster settlement of 
accounts receivable and elimination of costly errors. 


3. REDUCES “LOST” GALLONAGE—the Register 
computes tenths of gallons. If you have been round- 
ing off your figures to the nearest lower gallon, you 
have been taking a beating on “lost” gallonage. 
With the Computing Register, you get paid for 
every drop of oil you deliver. This extra feature 
of Instant Invoicing can add up to a tidy extra profit 
for you each season. 





FACTS AND FIGURES show you how Instant Invoicing 
builds extra profits through savings. 


The three major benefits of Instant Invoicing —savings 
on (1) delivery cost, (2) billing expense, (3) “lost” 
gallonage —each earn you an extra fraction of a cent per 
gallon, fractions that add up to important extra profits. 
Below we show how /nstant Invoicing with the Lockheed 
Register works for the “average” fuel oil distributor. Of 
course your Operation is different, but the savings defi- 
nitely apply to you, too! 


SAVE ONE MINUTE PER DELIVERY and you get an 
extra 25 minutes of “free” truck and driver time 
every day. Here’s how it goes: the average truck 
makes 25 drops a day. With Instant Invoicing you 
save at least one minute per delivery. This means 
you get an extra 25 minutes a day and you cut the 
average delivery cost of 1.23¢ per gallon by 6%. 
Your profit through savings—.072¢ per gallon. 


REDUCE OVERHEAD by cutting billing expenses. 
The average fuel oil distributor processes 15,000 
invoices per heating season through his clerical 
staff. With /nstant Invoicing, you can easily cut 
this in half and reduce your clerical needs. Since 
typical office overhead costs run .97¢ per gallon, 
reduction of clerical time can save you as much as 
10% of your overhead costs. Your profit through 
savings—.097¢ per gallon. 


CHARGE FOR TENTHS OF GALLONS and you in- 
crease your earnings yet another way with /nstant 
Invoicing. If you round off an average of only a 
quarter of a gallon at every delivery (and it’s 
usually more), you're losing about 63¢ per day, 
per truck. That’s more than 1% of your gross 
profit! With the Lockheed Computing Register 
figuring tenths, your profit through savings—.012¢ 
per gallon. 








..» THESE OTHER IMPORTANT BENEFITS 


CUSTOMER CONFIDENCE. Your customers get 
a printed invoice that they know is complete 
and accurate. They respect this service, pre- 
fer to do business with an up-to-date outfit 
that handles invoicing efficiently and ac- 
curately. 


EMPLOYEE GOODWILL. Your drivers will 
appreciate Instant Invoicing. It saves them 
the discomfort of standing around in bad 
weather, going through a calculating chart, 
and then filling out a delivery ticket. 


COMPUTATION OF TAX AND DISCOUNT. 
Rates are assigned in advance at the office 
through use of notched delivery tickets. The 
register computes according!y—automatically. 
Your driver does not have to be an account- 
ant. Saves work for your billing department. 
Eliminates another source of error. 


EASE OF OPERATION. It’s a cinch to use! Just 
insert the ticket and turn the handle before, 
then after, delivery. 


PRE-SET COUNTER. Gallons to be delivered at 
any given stop can be pre-set. Turns off pump 
automatically. May instead be used to indi- 
cate gallons left in truck. 


TOTALIZER. Separate indicator shows total 
gallons delivered, total sales tax and total 
dollar volume of all transactions. It’s an easy 
way to check deliveries at the end of each day. 


DEPENDABLE PERFORMANCE. The Lockheed 
Computing Register is completely mechan- 
ical and is designed for season after season 
of rugged service. It is backed with a full-year 
warranty by Lockheed—one of the world’s 
largest manufacturers. 





REGISTER PAYING FOR ITSELF FAST 


Since mid-February of the worst winter in a decade, 
Lockheed Registers have been tested in daily use by 
Meenan Oil Co. at its Pennsylvania operation and, 
since early April, on Long Island. One of the largest 
fuel oil dealers in the country, Meenan reports driver 
enthusiasm, customer satisfaction and a substantial 
saving in operating costs. 


William F. Kenny Jr., president of Meenan, puts it 
this way: “Our new Lockheed Registers promise to 
pay for themselves faster than any other equipment 
we ever installed. We've already proved that these 
Registers save at least one minute per delivery. And 
that means we have been delivering 2,500 more gal- 
lons per day, per truck. Our drivers are on an incen- 
tive basis and they really appreciate the difference. 
“In our multi-state operation,” says Kenny, “We find 
the ability of the registers to compute taxes or dis- 
counts, or both, a very helpful feature. It saves time 
and insures accuracy. 

‘“Here’s another point. Since the Lockheed Registers 
compute costs including tenths of gallons, we’re now 
getting paid for all the oil we deliver 


“When we get all our trucks equipped with the Lock- 
heed unit, we'll be able to cut our clerical expenses 
sharply. 

THIS DELIVERY TICKET is ready for the customer. Lockheed Com- “There’s no doubt in my mind that the Lockheed 
puting Register calculates and accurately prints the invoice. Computing Registers will pay for themselves fast—for 
us or for any fuel oil distributor.” 
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FACTS YOU SHOULD KNOW ABOUT LOCKHEED ELECTRONICS COMPANY 
—manufacturer of the Lockheed Computing Register 


Now serving the fuel oil industry, Lockheed Elec- industrial products bearing the name “Lockheed.” 
tronics is part of the Lockheed Aircraft Corpora- Among these products is the Lockheed Computing 
tion, whose engineering resources are now being Register that brings you new ways to improve your 
applied to a wide array of new commercial and operation and increase your profits. 


See your equipment jobber or contact — 
==ED ELECTRONICS COMPANY 


REGISTER SALES ¢ PHONE Liberty 9-4430 
METUCHEN, NEW JERSEY 
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Monthly oilheating Trends There is always a missing link in 


M AY INSTALLATIONS of domestic 
oilheating equipment are esti- 
mated at 34,813 which shows a 9% 
drop from last year’s revised figure of 
38,099. This is pretty much in line 
with other fuel industries which have 
experienced a slowdown in the second 
quarter. 

The May installations were divided 
new homes, 10,305; replacements ot 
old oilheating, 16,606; and conversions 
from other fuels 7,902. 

For the five months ending with 
May the total installations were 
approximately 180,171 compared with 
last year's 190,480 for a drop of 5% 
[his is actually not bad considering 
general results in the heating industry 
as a whole 

In the five months we find replace 
ment sales leading the parade by a long 
margin with 102,786 as against last 
year's corresponding period with 
72.866. New homes in the five months 
this year were 45,036 compared with 
68.819 in 1960; conversions from 
other fuels to the end of May were 
32,349 while last year they were 
18,795. 

During May oilheating dealers in 
stalled an estimated 1,801 central air- 


May Minimum Retail Prices 
Key Dealers 
May Avg. April Ai 
Separate Burners $316 $316 
Boiler Burners 745 745 
Furnace Burners 614 611 


Price Index: Separate Burners 


1947-49 is 100%, 


WHOLESALI 
May 95.3 Six months ago 
April 95.8 Year ago 
RETAIL 


May 91.1 Six months ago 
April 91.9 Year ago 


making such a conclusion. We know 
conditioning jobs and they also in- nothing of the oilburner stocks in the 
1 wi 


stalled 1.327 oilfired water heaters hands of boiler or furnace manufac 


using pressure burners turers and they provide a buffer be- 
Factory shipments on the first quar tween the original burner maker and 
ter as shown by the table were better the dealer to the extent of about half 
than 3°7 above last year while actual of the total market 
installations were a little bit below. Our data are always based on the 
This is a healthy sign and indicates manufacturer and the dealer, regard 
some dealer confidence less of the middlemen since we know 
Oilheating stocks. Dealers were the dealers’ sales are eventually com 
holding at the end of May approxi- parable to the factory shipments. 


mately 34,402 domestic oilburners and Tank Stocks. Ac the end of May, 
units compared with 39,008 a month dealers were holding approximately 
earlier and with 52,716 on the same 32,979 consumer oil tanks, somewhat 
date last year. It would seem that dealer higher than the previous month's 
stocks would be higher since factory 29,367 and just a little lower than 
shipments were higher and _ installa shown at the end of May last year with 
tions down by a small percentage 33,916 


[FACTORY SHIPMENTS 


COmesT! ic “OILBURNERS & UNITS === 
DOMESTIC GAS BURNERS “eer= 
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958 1959 
Shipments of Oilburners and Units 


Including Exports) 


Adjusted to include manufacturers other than those reporting to 
Census Bureau, FURLOIL g OIL HFAT’S estimates of shipments are: 





\IARCH THREE MONTHS 


Percent Percent 

1960 Change 1961 1960 Change 

Separate Burners 24,143 23,986 4+. 0.7 72,578 79,919 = 92 
Boiler Burners i2: 3,797 —54.6 8,294 9,631 —13.9 
Furnace Burners 375 6,466 +14.1 31,267 19,120 463.5 
All Domestic 33,2 34,249 — 29 112,139 108,670 4 $2 
Commercial 2.597 3,064 — 15.2 7,662 8,629 112 
Total 35,838 7,313 —~ 4.0 119,801 117,299 a 


+ 




















Special Study / THIS MONTH 


How much should a Dealer ‘pay’ 


for a new fueloil 

T HAS LONG been recognized that a 
fueloil customer has a capital value 
in a sense not true of a gasoline cus 
tomer. The fueloil account, properly 
served, has a long life and the customer 
is usually considered to be loyal some 
where in the range of nine or ten years 
Major companies as well as fueloil 
distributors pay a good price for the 
gocdwill value of a domestic fueloil 
account at such time when they are 
buying the business as a whole. The 
magazine has had considerable corre 
spondence during the past few years 
with dealers considering the sale of 
their fueloil businesses. This brought 


the idea that it would be useful to run 
questions somewhat indicative of the 
dealer's interest in the capital value of 
fueloil accounts. 

We first asked the group to tell us 
about what percent of their new fueloil 
accounts involved a payment to some 
one outside of the company. The an 
swer is that 12°% or one in eight new 
aceeunts come as a result of a capital 
outlay. 

The highest percentage is in New 
England where the reporting dealers 
26% of 
coming through a cash payment or 


show their new customers 
gratuity to some source outside of their 
company. The Midwest was lowest on 
this point with only 7% 

In looking over their markets as a 
whole, the reporting dealers tell us that 
half, or 47%, of 
dealers put some emphasis on getting 


almost the local 
new business by paying commissions to 
outsiders. 

The next question raised the issue 


of whether dealers pay directly to home 


12 


Account ? 


builders a gratuity for the oil busi 


he 


ness they can get from the home buy 
ers. Here we find that in New England 
56 of the reporting dealers paid 


in the Mid 


and in 


commissions to builders; 


Atlantic states this was 41 


the Midwest 25 with none being 


shown in reports from the Pacific 


Northwest. 

On the question of how much they 
pay the builder who helps them get 
TO 


the account, the 


best figure seems 


be $7.50 for a single shot or typically 
a half cent a gallon for 
A | 


year on 


the first year 


t of them pay for more than one 


a reduced basis, but the gen 


j 


eral result is the builder gets around 


$7.50 for steering an oil account to the 
dealer regardless of how you approach 
it 

Probably the most common arrange 


ent in dealing with builders is for 


rh 


he dealer to take over the service the 


burner needs without any charge dur 


] 


the first period 


Ing 


year warranty 


Other comments on this question in 


] 
clude 


these 

Che builder does not split the profit 
on the house sale, why should we put 
the home builder in the fuel business? 
We 


counts from builders 


fueloil ac- 
We event 


service, why 


don't get many 


ally get the account on 


give anything away? 


Next we asked if the fueloil distri 


butor pays plumbing or heating dealers 


for steering new accounts his way when 


they install an oilheating job. The re 


sponse on this 1s almost uniform rang 


ing from 50 to 55% of dealers paying 


these plumbing and heating contrac 


tors. The amount that they pay is in 
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the $5 to $10 range for any account 
they can deliver with an average in 
New England of $9; Mid-Atlantic, $7 
and other areas rather indefinite. 

Fueloil marketers get tips or leads 
on new account possibilities from a 
good many outside “bird dogs.” Head 
ing the list here are real estate brokers 
or salesmen, and we find 39°% of the 
reporting dealers saying that they pay 
commission for leads that result in 
sales from this group 

Second in 


18 


importance are Moving 


men with of the dealers giving 


them money. Next are neighbors, with 
12°% or one-eight of the dealers giving 
gifts or cash to these people for leads 
that get business. Fourth in the column 


would be milkmen with 9 then 


electric or telephone utililties em 


being paid for leads by 6 


ployees 
oft followed by 3¢ ot 
] 


dealers paying breadmen for tips that 


the dealers, 
they can close 

When we asked what they pay men 
of the types described the range was 
all the way from nothing or a recipro 
cal arrangement up to a top of $17.50 
with the over-all average running 
about $8. This would be either in cash 
or merchandise but it seems to be 
enough to get additional help 

When a fueloil distributor is given 
leads by any of these assorted individ 
can reasonably be 


ot 


uals or sources, he 

expected to sell about 62 them, 

or five out of eight 
Next asked if th 


user him 


we dealer “uses 


the by getting to propose 


prospects that the dealer in turn is able 


We find 63 


this and their cost in cash or prizes 


to sell of dealers doing 


ranges from $5 to $10 with the average 
$6.47 

Finally we asked if the companies 
encourage their own employees (other 
than sales personnel) to turn in leads 
58 ot 


panies do this giving them cash awards 


and we find that the com 


ranging from $2 to $20 for each pros 
pect that results in a fueloil customer 


Che 


$6.72 


national average on this comes to 


Additional comments on this whole 
subject include these 

“Real estate firms selling new homes 
are one of our largest sources of new 
customers, as are the builders. They are 
equally and we 


important practice 





reciprocity in every way that we can 


One of the biggest fallacies is the 


mmick or cash prize which merely 
permits the customer to change alle- 


giance every year to accept the gift 


some future date it would be logical 
issume that fueloil is a utility type 
ration, and if it were conducted in 
nanner with certain degrees of 
mity the industry would be much 


off and so would the legitimate 


lburner Permits* 


Five Months 
1960 196] 


Albany, N. ¥ 5 6 
Baltimore, Md Q5 52 
Bridgeport Conn 140 
Columbus, O 


% Detroit Michigan 
Flizabeth, N ] 
hi eport N. ¥ 
Hartford, Conn 
Irvington, N. J 


Meriden, Conn 
Milwaukee, Wis 
8 Minneapolis, Minn 
Montclair, N. J 
Morristown, N. J 


Mit. Vernon, N. ¥ 
Newark, N. J 

New Bedford, Mass 
New Haven, Conn 
New Rochelle, N.Y 


Nortolk Va 
Omaha, Neb 
Orange, N. | 
Passau N | 
Paterson, N | 


Philadelphia, Pa.** 
Portland, M 
Portland, Ore 
Poughkeepsie N. ¥ 
Pp 


rovidence, R. I 


0 Richmond, Va 

Ss Roanoke, Va 
Rochester, N. ¥ 
Rockville Centre, N 
Satcem Mass 


St. Louis, Mo 

St. Paul, Minn 

Schenectady, N. ¥ 
’) Spokane, Wash 
% Springfield, Mass 

Stamford, Conn 


Washington, D. ( 

White Plains, N. ¥ 

Wilmington, Del 52 
Worceste1 Mass ’ 201 
Yonkers, N \ 25 
Matched Totals 3360 
Percent Change 17.6 


*Permits are not total sales in each mar- 
cet since none are reported from suburban 
reas, which normally account for 20% to 

60 of total sales in each market; nor are 
they an accurate index where enforcement 
Rightly used, however, they are a 

eful working index 
Courtesy of “Philadelphia Inquirer.” 


We give the customer who sends 
us a lead free burner inspection and 
clean-up We have a direct mail 
campaign to customers in the works. 

.. We are starting a campaign to 
give a gift to any Customer getting us 
a new account ‘This is our busi 
ness, the only one we intend to split 
profits with is Uncle Sam on income 


tax 


Our OHI chapter here has an 


agreement not to pay anyone for leads; 
we started a radio campaign in cooper 
ation with a large department store 
last month giving a $5 gift certificate 
to customers for an oil contract, but 
had to stop after the first run. Too 
much opposition 

We follow-up on real estate re 
Hi Neighbor 


which is the same as Welcome Wagon 


ports We use 


at a $15 per month flat rate.” .. . “Our 
present customers are our best outside 
source “We hire college boys 
every summer to solicit business.” 


All our employees are salesmen.’ 


Tank Failure Survey 
shows fewer than 1°% 
Replacement 

O. W. WALLIN, of Richfield Oil Corp 
research department, has reported the 
findings of a tank corrosion survey in 
the Pacific 
1960. The 


Northwest for the year 
report was made to W 
Bertolette, chairman Tank Corrosion 
Committee of the (then) Technical 
Division, OHL. A few significant spots 
trom the report follow 

The majority of the reporting deal- 
ers for the survey were located in the 
Seattle area so the report is mainly 
influenced by buried tanks, 675 gal- 
lons. There were 40 dealers reporting 
and they have 25,128 customers with 
buried oil tanks. During 1960 there 
were in this lot 179 failures, or 0.719%. 
Among these, 13°¢ developed trouble 
in the first 5 years; 19° were in the 
6-10 year age; 55°7 in the 11-15 year 
age category; the remaining 12° went 
bad at 16 years or over. 

These dealers had only 2,409 base- 
ment tanks and the loss in 1960 was 
19 or 0.79. As in the experience with 
buried tanks, the age had only a minor 
bearing on the need to replace the 
tank. Those few replaced check 16% 


in the 0-5 year period; 34% were 6-10 
years; 419% were 11-25 years, and 
the balance 16 years or more. 

Using rust inhibitors were 68% of 
dealers while 83% said this preventive 
favorable” 


filters on buried tanks were 73° and 


measure was Using line 


on basement tanks 43°7 of the dealers 


Where is the 


New Home Market? 


No. of Permits issued 

March 
1961 3 months 
Alabama 908 2,453 
Arizona 1,929 4,821 
Arkansas 308 791 
California 47,029 


Colorado 4,743 
Connecticut ‘ 2,820 
Delaware 279 

Dist. of Columbia 540 


Florida 15,145 
Georgia 4,750 
Idaho 2 252 
Illinois 11,040 


Indiana 2.543 
lowa 1,009 
Kansas 1,424 
Kentucky 1,343 


Louisiana 2 2,031 
Maine ‘ 92 
Maryland . 4,554 
Massachusetts ‘ 3,059 


Michigan 5,015 
Minnesota 1,092 2,344 
Mississippi 326 925 

Missouri 2,193 4,171 


Montana 148 393 
Nebraska 643 524 
Nevada 647 631 

New Hampshire 116 182 


New Jersey 2,570 5,289 
New Mexico 397 1,049 
New York 7,235 14,603 
North Carolina 1,551 2,961 


North Dakota 93 162 
Ohio 3,291 6,625 
Oklahoma 2,070 
Oregon 1,884 


Pennsylvania 74 4,731 
Rhode Island 476 
South Carolina 529 
South Dakota 258 


Tennessee 24 2,957 
Texas 14,529 
Utah 1,359 
Vermont 2 36 


Virginia ’ 6,079 
Washington 492 3,483 
West Virginia 261 
Wisconsin 2,146 
Wyoming 170 


These figures are collected by the Census 
Bureau from selected areas. They repre- 
sent approximately 77% of all dwelling 
construction in the United States. 
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No. 2 Heating Oil Degree Day Table 
(Including No. 3 & PS200) Serr. 1-May 31 


Percent 

Price per gallon as of June 10, 1961 Norm. 1961 Change* 

Tank Tank Albany AP 6888 7174 + 42 

Cart Wagon Atlanta AP 2826 3092 + 9.4 

rertand, Me 10.74 5. Baltimore CO 4203 4436 + 5.5 

Boston 10.64 5. Boston AP 5742 5903 + 2.8 

Providence 10.64 Buffalo AP 6720 7113 + 5.8 

Hartford 10.85 8 Charlotte N.C. AP 3205 3484 + 8.7 
New Haven LOA . 

( hicago AP 6252 5964 

Syracus¢ L1.SA CincinnatiCO 4532 5023 

Albany 10.74 D. Cleveland AP 5950 6482 

ae ee $0.54 ‘ Dallas AP 2272 2827 

Newark 10.54 . Denver AP 6051 5949 

Pavtacelphia 1O.5A $ Des Moines AP 6384 6302 


Sm > 


Baltimore LOA : Detroit AP 6336 6254 
Wilmington, N. ¢ 10.94 6 Grand Rapids AP 6396 6675 
Washington 10.54 . Hartford AP 6094 6776 
Richmond LO.B5A : Helena AP 7951 6904 
Charleston, S. ¢ 10.94 6 Houston AP 1388 1320 


Chicago gone Indianapolis AP) 5581 5905 


Detroit 10.00* Kansas City AP 4880 4804 
: Cleve land 12 00* . Los AngelesCO 1482 859 
A FTER ALL of the shouting about Minneapolis 9.679 Louisville AP 4434 4966 


. St. Louis 10.10a* 8 Milwaukee AP 6944 7157 
the extra severe winter, we find -raeatenesesee ns cht 
- , " Minneapolis AP 7748 8099 
Indianapolis 10.14 


ict 9 4]* New Orleans CO 1175 (1187 
whole picture back to a much more Des Moines 9.05 8 New York CO 4958 5104 


; N 05 ‘ p ae 
moderate tone. It is common practice na inp ea" _ Omaha AP 6123 5909 
Portland, Ore 10,825 . Philadelphia CO 4523 4695 
Seattle 10.6* Pittsburgh CO 5035 5368 
ning from the first of September to the pe te oe + Portland, Me. AP 7493 7688 
I | lh 5n* Portland, Ore.CO 4046 3736 

end of May. os Angeles > 


During that nine months, the entire 


that the spring months brought the 


to think of the heating season as run- 


Providence AP 6041 6207 
Roanoke, Va. AP) 4152 4411 
St. Louis AP 4688 5045 

Salt Lake Citv AP) 5785) 5411 
San Francisco COQ 2523 2594 
year. The Midwest had 1.5°% more \ Price subject to TVA of 50¢ gal Sault Ste. Marie AP 9016 8718 
Tank car prices are typically those Seattle CO 1237 $948 
: , paid by fueloil distributors as a purchase Toledo AP 6322 6557 

fewer than last year showing that it price. On the West Coast this term more Washington AP 4333 4635 


. . lank wagon prices shown are for maxi 
lac ac ad 4 2¢ >» deoree- , 5 
East Coast had 4.34 more degree-days aetek: ddkeeiians Cilicia Miemaanaath 


than normal and 4.8% more than last delivered 





than normal degree-days, but 3.6% 


was actually much warmer. In the often indicates a retail sale to a large 

. ' commercial account. This usually is a 
whole area East of the Rockies, the half cent below tank wagon price. *Compared with normal 
degree-days were 3.49% greater than 
normal and 2.1°% greater than last 








year. 


FUEL PRICE INDEXES (BLS) 


The area most affected by departure 
from normal was the Pacific North- 





penecossha sta 


west as exemplified by Portland and 





Seattle with an average seasonal con- 





dition of 7.1% fewer than normal 
degree-days, or warmer than normal 
climate. At the peak of the season, 


aasee GAS, SPACE AS 
this departure had been much greater 13 6 ah 3 — 


but it leveled out during the Spring. 








There is little to say about prices this 





month, but we notice that primary 
stocks East of the Rockies are 1.7 


—— - 











Pan dl | | 

lower than on the corresponding date eat X 
: Itt -NCOST OF L/VING 
last year. 16 8 Hott a 
Distillate Fueloils - THE DEGREE “OF CH) N Ung lg eT whe 7: po eegcunens 

PRIMARY STOCKS* 
(Thousands of Barrels) th oq 
Fast of Rockies - GeReReReee! a = ee ses 
June 16 June 15 
1961 1960 

East Coast 33,087 38,521 
Midwest 32,859 32,152 
Gulf Coast 21,592 18,380 
Total 87,538 89,053 





























at 
Qa 
xc 





*American Petroleum Institute 
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Successful oil burner operation depends on 


\ ti) A 


shee Poi st ca alti | 


ae Qeitieh « BREE A 


General Electric's Ignition Transformer . ... 
designed to strike a reliable arc every time! 


A RELIABLE ARC 


GENERAL ELECTRIC’S IGNITION 
TRANSFORMER PROVIDES IT! 


General Electric Ignition Transformers generate one of the 
highest crest voltages in the oil heating industry. 

They are designed’ to give you a positive, safe 10,000-volt 
arc every time. They normally deliver an efficient spark even 
when input voltage drops, electrodes are fouled, low-grade oil 
is used, or when low temperatures cause oil to thicken. 

And the spark you get is of uniform intensity. Specially de- 
veloped core laminations help to provide the perfect arc... . 
not so high as to cause electrode deterioration; yet high 
enough to sustain ignition. 

Whether you build, sell, or service automatic oil burners, 
specify General Electric Ignition Transformers . . . dependable 
units you can install and forget! 


OTHER OUTSTANDING ADVANTAGES 


Low Cost—General Electric transformers are competitively priced 
... you get G-E quality at no extra cost. 

Two-year Warranty—G.E. stands behind its transformers with 
a special two-year warranty from time of manufacture against 
defects in design, materials, and workmanship. 
Custom-designed Mounting—Mounting arrangements can be 
tailored to meet your requirements. Examples: open slot, hinge, 
stud, or hinge-clip. 

Interference Reduced—Two-way shielding on G-E transformers 
curtails radio-television interference. 

For more information on General Electric's Ignition Trans- 
formers, contact your G-E Sales Engineer or Distributor, or write 
for Bulletins GEA-7017 and GEA-7054 to section 413-10, General 
Electric Co., Schenectady 5, N. Y. 


Progress /s Our Most Important Product 


GENERAL (6) ELECTRIC 





APPLICATOR 


MOBIL LIQUID 
BURNER CLEANER 


i 


prnee l 
7 


FUEL UNIT IS CLEANED ~=——*TIMEE............. 


OIL LINE IS CLEANED 
STRAINER 


SHUT-OFF 





REGULATOR AND 
CUT-OFF VALVE 


_ FASTER, BETTER, CHEAPER 


MOBIL LIQUID BURNER CLEANER cleans a burner so easily even the boss can 
do the job without spotting his white shirt. All he needs is a wrench, a Mobil 
Applicator Kit, a pint can of Cleaner and 20 minutes. 

Mobil’s new chemical does all the hard work and does it better. Cleans parts 
no hand-cleaning can reach. Leaves no troublesome particles behind. Burns at 
the nozzle like heating oil and while doing so impregnates soot on fire-side 
surfaces of furnace or boiler. Soot then burns off easily. 

Mobil’s Research Laboratories spent 3 years testing hundreds of chemicals 
to find the right combination. Then came a full year of field testing by Labo- 
ratory technicians and Mobilheat distributors—40,000 pints actually used in 

Mobil all types of household installations. MOBIL LIQUID BURNER CLEANER is the only 
Liquid chemical cleaner so thoroughly researched and tested. 
rner Cleane* Now available in quantity to all authorized Mobilheat distributors and 
Cleans better... minutes , service organizations. Details cheerfully made available to others through any 
-~ Semeniamed Mobil District Office or by- writing to: 


MOBIL OIL COMPANY, A Division of Socony’ Mobil Oil, Company, Inc. 
200m 2050, 150 East 42nd Street, New York 17, N. Y. 
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.. 20 MINUTES 


% 


IMPREGNATED 
10/03 E10) 51) ee) a 


v 


lh. 


CALLA ALL 


NOZZLE IS CLEANED 








Yl NY 
+8 Mes / 





\ 


MOBILHEAT 


APPLICATOR FREE WITH QUANTITY PACK. For a limited time only, Mobil will 
give an applicator and a serviceman’s bag, vaiue $8.50, with each order for 
12 one-pint cans of Mobil Liquid Burner Cleaner. A $26.38 value for only $17.88. 


Jueloil -% 17 
(litete 














By James M. Collins 


WASHINGTON 


gas issues are now up in Congress 


All the big oil 


but there will be final resolution of 
only one or two of them this year, 
or next year. 

In the red-hot stage now are gasoline 
taxes (which Congress has decided to 
set at four cents a gallon, along with 
the same rate on diesel fuel for trucks) 
for the next 11 years. The Industry, 
particularly the API, battled hard on 
this one — but it was practically a 
foregone conclusion at the beginning 
of the year that there would be an 
indefinite extension of the current 
high gasoline tax rate. 

The long-term effect of such a high 
rate of tax on motor fuel, particularly 
tor the automobile, is bound to result 
in a larger share of the auto market in 
the “compact” or even smaller range 
This will mean that gasoline consump 
tion will not rise, percentage-wise, 
nearly as fast as during the post 
Korean days. Effect on distillates, es 
pecially home-heating oil price-wise is 
still cloudy — but it would not be sur 
prising if refiners try to recoup more 
of their costs from the middle of the 
barrel, rather than from gasoline 


Cut In Imports Is Coming 


Another red-hot issue involves con 
trol of oil imports, particularly crude 
oil and unfinished oil East of the 
Rockies (Districts I-IV). Top Admin- 
istration officials have decided to keep 
the system unchanged for the next 
allocation period, July-December. But, 
next January it is a safe bet that there 
will be a substantial cut made. This 
will be done by controlling the basic 
“allowable” of imports on the basis 
of demand or production of domestic 
crude oil. (Now, the level is based on 
9.1% of the demand for products, not 
crude, in the area East of the Rockies 
On the West Coast, the level is based 


on the amount needed to fill the gap 
between local supply and demand.) 
The Administration is expected in 
1962 to restrict crude imports to about 
12° of domestic crude production. It 
is likely that a net reduction (below 
what the level would be on the present 
plan) of about 100,000 B D will be 
mad 


ac 


Level Set at 670,000 B D 


For July-December, Interior Depart 
ment has set the crude-unfinished im 
port level at 670,000 B.D in Districts 
I-IV. This is about 20,000 BD less 
L961. 


However, this cut is a result of normal 


than during the first half of 


seasonal reduction in product demand 
luring the summer months and in 
cludes an adjustment for the excess in 
product demand for an earlier period 
which has been computed by the Bu 


reau of Mines 


Big Battle Is Due In 1962 


Che big import battle will be waged 
in Congress next year when the Re- 
ciprocal Trade Law (which now in 
cludes the national “security” provision, 
on which the current oil imports pro 
gram is based) comes up for renewal 

Unless the Kennedy Administration 


makes a rather substantial cut in im 


ports of oil starting next January 
there is a good chance that a definite 
limitation on oil imports will be writ 
ten into the Trade Law next year, in 
specific terms. Only other way a spe 
cific quota provision may be avoided 
in renewal of the law is if the domestic 
industry shows a surprising jump in its 
economic vigor. Gasoline price wars 


are now widespread, crude prices are 


being nibbled away (the average is 
now Only about $2.80 a barrel, com 


pared with $43.00 four years ago), well 
drilling is away down, and reserves 
positions on oil and gas are disappoint- 
ing. All of the usual political reasons 
for clamping down more on oil im 


ports exist right now. The consuming 


areas, particularly New England, will 
have a very tough job holding off any 
action to reduce oil imports during 
he next yeal 


Fuels Policy Study Is Set 


The study, long sought by the coal 
industry, of oil imports and “dump 


sales by gas pipelines to industrial 


consumers — which are now not under 
control of the Federal Power Commis 
sion — appears to be off and running 

At the hearings on June 12-13 be 
tore the Senate Interior Committee, 
independent oil producers generally 
supported the idea that Congress could 
profitably study the fuels situation. 
Others in the Industry, however, like 
the API and some major oil companies, 
said no investigation is needed 

Many oil men fear that the coal 
industry is really after “end use” con- 
trol of fuels, and legislation that would 
require the use of coal under boilers 
to make steam, for example. The coal 
industry, on the other hand, says it 
does not want end use control — just 
elimination of “unfair and inequitable 
trade practices.” However, the effect 
if coal men win would be the 


same 


New Gas Bill Is Introduced 

Meanwhile, the coal industry has 
come out vigorously against a new 
gas bill just introduced by Chairman 
Harris (D, Arkansas) of the House 
Commerce Committee, that is designed 
as a compromise solution to the prob- 
lem of how to eliminate utility control 
of producers’ gas prices, and win ap 
proval by the White House, distrib 
utors, pipelines and the state utility 
commissions, for such legislation. 

The new bill (HR-7575) would pro 
hibit utility cost-of-service type con- 
trol of producers’ gas prices, permitting 
the FPC to determine the “reasonable 
market price” for their gas, when con- 
tracts with the pipelines are filed with 
the commission 

Unlike the last bill in 1957, how- 
ever, the new one would permit FPC 
to consider “costs”, as one factor, in 
would be 


barred from a “joint allocation” of 


setting prices. But, FP 


costs, between oil and gas, in setting 
gas prices. Only gas costs could be 
taken into account for a producer, 
a group of producers, a field, area, or 
region even nationwide, if FPC 
lesired in any case. Pipeline produced 
yas would be treated the same as the 
vas of 


independent” producers. There 


is no control of “dump” gas sales by 


pipelines to industrial consumers, 
however (as there was in an earlier bill 
introduced by Harris). The coal indus 


try will fight it. 
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NO WW ! 


full-range 
metering accuracy 
for Bulk Plants 


—_~s 
e * 
* a , 


way 


» 
7 


600 TO 30 GPM 





AV-GAS TO BUNKER FUEL 


PUMPED OR GRAVITY FLOW 


S 


ONLY 2 PSI PRESSURE LOSS AT MAX. CAPACITY 


TAKES 25% FLOW OVERLOAD 


SEEING IS BELIEVING . LET US PROVE IT 


All meters must allow slippage, but some meters permit much 
more than others. As with all fluid flow, the amount of this 
slippage depends upon (1) size of opening; (2) pressure. So, 
slippage is greatest in meters with largest total clearance and 
highest pressure loss. 


While any meter can be adjusted to accurately register 
gallonage, here's the catch: each calibration is accurate for 
only one rate of flow. At slower speeds, there's always more 
slippage, and the uncounted loss can be considerable. In 
LC meters, total clearance is one of the smallest—pressure 
loss one of the lowest—a combination that enables these 
modern meters to operate efficiently all the way down to 5% 
of rating in delivering unmatched full-range accuracy for a 
new kind of bulk plant economy. 


In just three years, LC became the world's largest maker 
of 600 gpm meters. Individual service records already go to 


LiQuiod 


Cc 


CONTROLS 


ve 


SHIPPED FROM STOCK 
—600 gpm, 350 gpm, 200 gpm, and 100 gpm sizes. 


LIQUID CONTROLS CORPORATION 


Commonwealth Avenue, North Chicago, Illinois 


Phone: DExter 6-8070 


® 


well over 400,000,000 gallons—and no metering element worn 
out. True rotary type. No oscillating or reciprocating parts. 
No metal-to-metal contact. Positive displacement. The only 
meter tested and approved by Weights and Measures Depart- 
ments for flow rates from 600 to 30 gpm. Your LC Distributor 
will be glad to arrange a “see for yourself'’ demonstration, 
and explain every superior meter feature in detail. Call him 
today, or write us. 


GOOD NEWS GETS AROUND FAST 


As the newest meter-maker, it is natural to expect that LC 
would introduce many exclusive and patented innovations to 
improve accuracy, convenience, durability. How users have 
responded to this new kind of meter is best shown by their 
purchases. Here are comparative annual LC sales totals 
since the 1957 beginning. 


LC METER SALES 








DONGAN 
Oil Burner 
Transformers 


se eee + Custom Built 
to your Specifications 


Dongan ignition transformers 
standard on leading oil burners; 
approved by U.L. and C.S.A.; avail- 
able in many sizes, domestic 
industrial. Features include 
voltage windings; cool centers; no 
interference; custom design. Just 
send us a blueprint of the type of 
mounting you need! 


Get this New Portable 
Transformer Tester! 


are 


and 
high 


You'll like the con- 
venience of Don- 
Zgan's new test unit 
(ncluded: high volt- 
age potential trans- 
former; voltmeter; 
pair of high tension 
test leads; pair of 
primary leads. For 
bench or field work 
easily portable 
weighs just 15 
Jounds. Write 
prices 


for 


In your pocket 
data for 
replacement trans- 
formers pictures 
cross-index tables 
that give specific 
Dongan 
ments, dimensions, 
mounting drawings 
and instructions 
Ask for your com- 
plimentary copy to- 
day 


complete 


replace- 





SEND FOR YOUR FREE 
TRANSFORMER CATALOG 
TODAY 


The Dongan Line Since 1909 


DONGAN ELECTRIC 


MANUFACTURING CO. 
2981 Franklin St., 
Detroit 7, Mich. 














Names in the News 


Purdom C. Thomas has become vice 
president in charge of nationwide mar- 
keting, Shell Oil Co., New York. He 
has been vice president in charge of 
Midwest marketing divisions since 
1956 and succeeds J. G. “Doc” Jordan 
Dec. 31 


than 36 years of service 


atter more 
Jack H. Hall, 


general manager of head office mar- 


who will retire 


keting will succeed Thomas. 


Jordan has been chairman of the 


American Petroleum Institute's divi- 
sion of marketing and a member of 


API 


be marketing consultant to Monroe E. 


the Board of Directors. He will 
Spaght, Shell president, until the end 


of the year. Thomas joined Shell in 


1932 as a salesman and during his 
career with the company has served 
as manager of the St. Louis, Los An- 
geles divisions. He was also general 
sales manager for the West Coast mar- 
keting territory and general sales man- 


ager tor the East Coast territory. 


Thomas Jordan 


Bruce Foster has been named direc- 
tor of Field Services of the national 
Better Heating-Cooling Council, New 
York. Foster will coordinate the pro- 
motion activities of the national group 
with the nine local BHC’s now operat- 


ing in Cities across the nation. He will 


also be responsible for the development 


Rixford A. Beals has 


been appointed manager of the Com- 


of new Councils 


mercial & Industrial Division for the 


Association 
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Charles E. Cherry, Jr., been 
named general manager, Permutit Wa- 


has 


ter Conditioning, 
Inc., Appliance 
Division, Permut- 
it Co., New York, 
N.Y. In his new 
assignment, Cher- 
ry will head the 
appliance division 
which designs, 
produces and mar- 
kets the company’s line of automatic 
water softeners 


and semi-automatic 


and filters systems for home use 


Moore has been elected a 
Co., 
Wichita, Kan. Moore, general man- 


Jess L. 


vice president, Coleman Inc., 
ager of the Heating and Air Condition- 
ing Division, will continue to supervise 
all engineering production and market 
ing operations of the division. 


M. A. Carlson has been named gen- 
eral Kleen-Air, 
a subsidiary of Kent-Moore Organiza- 
tion, Inc., Warren, Michigan, manu- 


sales manager, Inc., 


facturers of power suction furnace 


cleaners. Carlson will continue as a 


dealer and Kleen-Air distributor in 


Michigan. 


William Walshin, Chicago area rep- 
resentative for Silent Flame, died on 
April 23. Well known in the industry, 
he is survived by his wife and daugh- 
ter as well as five brothers and one 


sister. 


Carl Jonswold has been named man- 
ager of the newly created Retail Fuel 
Oil Sales Depart- 

Oil 
Pala- 


tine, Ill. Jonswold, 


ment, Pure 


Company, 


who has been di- 
rectly connected 


with the fueloil 
business for more 
than 30 years, was 
general manager Jonswold 

of wholesale marketing for the com 
pany. Succeeding Jonswold as president 
of The Pure Oil Company, a subsidi- 
ary, is M. A. Schneider. Schneider has 
been associated with Pure Fuel since 
1954, and has been 


its executive vice president since 1958 


its formation in 





THE INDUSTRY'S ONLY 
ALL PURPOSE NOZZLE REDUCES YOUR INVENTORY BY 50%” 


Ask for Delavan’s type W — not “hollow, semi-solid or solid’ 


No longer is it necessary to carry 
many nozzles in a variety of spray 
patterns. One type, the Delavan W 
all-purpose nozzle, effectively fires 
any air pattern (in flow rates be- 
tween .50 and 2.00 GPH). This sim- 
plifies and reduces your inventory 
by at least 50%. 


Canadian Representative—Ontor Ltd., 12 Leswyn Road, P.O. Box 608, Station T, Toronto 10, Ontario, Canada 


The type W has the same exclusive 
features found on other superior 
Delavan nozzles: separate distribu- 
tor, for perfect centering; separately 
machined orifice insert; bi-metal 
construction; and domed, sintered 
filter. 

Instead of worrying about different 


A 


spray patterns and the right nozzles 
to carry, stock Delavan’s all-pur- 
pose type W. It will give you stable, 
quiet fires time after time the 
kind that reduce your service calls 
and keeps customers smiling (and 
warm ). 

* Up to 2.00 GPH 
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. Names in the News 


tee / Edward L. Steiniger, president, has 


"ee Sales are great, J. B. The B. R’ b Lf ct of Sindair Oil | en tt = 


_ ‘is ‘Before Roper’, which is before | Sitaaialen ten 
we put Roper pumps on a @ | York, New York, 


our delivery trucks 99 9 : succeeding P. C. 


Spencer, who was 


Seeeee”* 
\ 





re-elected for a 





three year term to 
the board of di- 


rectors and who 






























































continues as chair- Steiniger 
man of the board of Sinclair Oil Cor- 


poration, and as chairman of a newly 

















created executive committee, composed 
of, in addition to himself, E. L. Steini- 
ger, J. E. Dyer, H. Jeffries, O. P 
Thomas, T. B. Kimball, and George ] 
Leness. Steiniger has had 36 years of 
broad and diversified experience in 
the oil industry, much of it gained in 
the oil fields of Venezuela. He has 


been president of Sinclair since 1958 





Joseph V. Guido has been named 
Pacific Northwest regional sales man 
ager, Motorola Communications and 


Electronics, Inc., Chicago. In his new 





position, Guido supervises the sale of 
ry ¥ s : ° 
ive two-way radio and other communica 
pro | S, CuS omer service, e tions products to public safety, indus 
trial and commercial organizations in 


speed improve with ROPER PUMPS — x2. ge co Sener 


Idaho. Succeeding Guido as Pacific 


Northwest account executive is D 





You get better delivery service with Roper truck pumps because the flow Edward W asia who m ill serve large 
is smooth, even, without pulsation regardless of changes in discharge users of communications products. 
pressure or viscosity. Only two moving parts give you positive pumping Robert H. Maki will take over Wil 
at all times. Built-in face relief valve adjusts over 20-100 psi range, allow- liams former responsibilities, becom 
ing stoppage of flow without stopping pump. Roper truck pumps operate ing the new Seattle Zone manager 
efficiently in either direction, in any mounting position. You can’t beat 

the long, efficient service that pays off in increased sales and profits that V. J. Heinis has been named presi 


you will get from Roper pumps. dent and E. F. Paguette executive vice 


president, Rheem Manufacturing Co.. 
Home Products Group, New York, 

GEARS: Service-free, helical-type, hardened Heinis has been vice president and 
> alloy gears run vibration-free. 


general manager of the group and 
BEARINGS: High-lead bronze bearings are 


self-lubricated and cooled by liquid being 


Paquette had been vice president and 
pumped. 


general manager of the Rheem Con 


SHAFTS: Precision-ground steel shafts are tainer Division 


induction-hardened for years of service. 





Claw J. Track, Jr. has been ap 
pointed sales manager of the north- 
eastern region for Blackmer Pump Co., 


HR @) i ca FR —— Grand Rapids, Mich. Tracy, who has 
Dependable pumps ience i 


had Over ten years experience in the 


: field, will maintain offices in Boston 
since 1857 , 
HYDRAULICS, INC. age 


and cover the New England states, 
—————————s COMMERCE, GEORGIA upstate New York and eastern Canada 
22 


July 
1961 








For specific information 





SCOVILL 


HAS THE 


FUEL OIL COUPLINGS FROM 3%” to 4” 


{ 
animg Ht lf 8 


520-H and Inter-Filo Permaner 


OlieleCiaiem si lac lear) 


GAS PUMP COUPLINGS FROM %” to 1” 


. 
Bagg 
fo} GO 


a 


ermanently Attached it alesis 14e-ear- le) i= 


a to l Ma" t 


SPRING GUARDS FOR FUEL OIL AND 
GAS PUMP HOSE 


mn 
= 
TT 


aeaneaee “saeanne pact 


aeeeeaue stetetebeieteieb tL |\\\\\) jit) 


os 


Reattachable Dubl-Guard Cour 
Spring Guard. 4%" t 


COMPLETE EQUIPMENT FOR ATTACHING 
BY MACHINE OR HAND IS AVAILABLE. 


eloil 
oilheag 


“All 


permanent or reattachable 


Scovill now makes the industry’s 
most complete line of couplings for 
fuel oil and gas pump hose... in 
both reattachable and permanently 
attached types ... in a wide range 
of sizes .. . to both commercial and 
military specifications. As always, 
Scovill provides the fastest delivery 
and the best service with warehouses 
across the country and the largest 
sales force in the industry. For com- 
nlete details, write: Scovill Manu- 
facturing Company, Industrial Cou- 
plings, Waterbury 20, Connecticut. 


Main offices: 99 Mill Street, Waterbury, Connecticut 
Cleveland, Ohio: 4635 West 160th Street. San Fran- 
cisco, Calif.: 434 Brannan Street. Jacksonville, Fla.: 
P.O. Box 8366. Houston, Texas: 2323 University 
Boulevard. Toronto, Canada: 334 King Street, East 


Hose Couplings by 
SCOVILL 


23 














BIGGEST VALUE 
IN THE INDUSTRY 


KORTH 


OIL POWERED 


WATER HEATER 
y= 


KORTH offers the biggest value in 
the industry for oil powered water 
heaters . . . check these outstanding 
features: 
M Glass lined tanks with 10 
year warranty 
Copper tanks with 15 year 
warranty 
Sizes 30, 45, 50, 65, & 
70 gallon 
Recovery rates from 120 to 
180 gph 
Equipped with KORTH 
SHELL HEAD BURNERS. 


High volume water supply 
generators also available 


git from 300 to 3000 gph 
WRITE TODAY FOR COM- 
PLETE INFORMATION ON 
THE QUALITY LINE OF 


KORTH EQUIPMENT. 


ECKHART MFG. CO., INC. 
UNION, NEW JERSEY 





iron Fireman’s Jordan 
says, ‘Push Sales’ 


HE FUELOIL industry is doing a 
lousy job of selling 

That's what 
Jack Jordan of 
lron Fireman 
Mfg. Co. recently 
told a meeting in 
Boston of the In- 
dependent Oil 
Men’s_ Assn 
New England. 

Speaking as 
member of a four Jordan 
man panel (including Kirk Shivell, 
president, Shivell-Hall Co., D. F. Blan 
chard, vice president, Wyatt, Inc., and 
James Kitterage, vice president, First 
National Bank of Boston), Jordan 
urged that these steps be taken—and 
soon 

1.) More aggressive merchandising 
advertising and marketing of fueloil 


) 


) More interest in equipment and 
service by the fueloil dealer—to rx 
tain customer good will, keep present 
fueloil accounts, and gain new ones 
3.) Development by the oil indus 
try of a fueloil that will be nationally 
uniform 
i.) New oilfired equipment designs 
that will operate with greater econ 
omy and less maintenance 
Those dealers who believe equip 
ment sales and services have no appli 
cation to their business—that they 
sell oil, not oilheating equipment—are 
on the wrong track, Jordan said. In 
fact, Jordan added, “if you believe 
this, you may be one of the best sales 
men for another fuel! 
To be a successful fueloil distrib 
the vice president commented 
st also sell the benefits of oil 
iting. You must be certain, he said, 
that the equipment is operating reli 
ibly and economically—"or you run 
the risk of losing the customer to an 
ther fuel or another fueloil dealer. 
According to Jordan, one prominent 
gas company in a major city replaced 
1,000 apartment house oilburners with 
gas burners last year. “Assuming that 
ach apartment house burned 5,000 
gallons of fueloil per year,’ Jordan 
noted, ‘this isa loss to the oil indus 


try of 5,000,000 gallons per year 


ALI: 


Heat Transfer Equipment 


“HOT SPOT" 
PREHEATER 


FOR HEAVY OILS AND 
LIQUIDS IN BULK STORAGE 


Preheats fuel oils and other 
liquids to proper flow tem- 
perature before entering 
the suction line. 


Heats with Steam or Hot Water 

The Rempe "Hot-Spot" does an 
efficient preheating job . . . releases 
more BTU'S from fuel oils. Special 
flow accumulator causes liquids to 
pass over heated coils. Takes the 
load off the suction pump. 
All steel shell and coil assembly— 
14" or 16" shell diameters—Con- 
nections furnished correct length for 
any tank diam. 


TANK HEATERS 


For Plating, Rinse, Cleaning 
and Caustic Tanks 


EFFICIENT @ HIGH SPEED 
SOLUTION HEATING 
Coil illustrated is the Rempe Hi- 
Therm Grid designed for fast load 
pickup on all liquid heating jobs. 
Coil style is an exclusive Rempe 
Pattern. Available in steel, copper 

and stainless steel. 
Maximum prime surface increases 
fluid turbulence making the Rempe 
Grid far superior to plate type 
coils. 

WRITE FOR BULLETIN 


E. ° , 


Coe# 


P Zz ets. Gat @ COBY tor vu 
REMPE COMPANY 
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new...Motorola 
MOTRAC radio with 


EX FEN DER mrtion 


SK CUTS OUT IGNITION NOISES 


Dramatically Improves Overall Efficiency In 24-50 mc 2-Way Radio Systems 


Motorola MOTRAC radio with Extender operation puts ignition noise suppression 
where it does the most good—built right into the receiver. Here it suppresses 
ignition noises from your own vehicle as well as those in the vicinity... providing 
the answer to the biggest problem in low-band 2-way radio systems today. 

First and foremost, Extender operation improves reception throughout your sys- 
tem. In as much as 4;’s of your territory, ignition noises can garble your messages. 
Now messages are clear. ‘“Hash’’ caused by ignition noise is gone. Second, you can 
“extend” useable operating range where ignition noises are high. Motorola Ex- 
tender operation suppresses disrupting ignition noise on weak, fringe area signals 
allowing the message to come through clearly—right out to the limits of your 
radio coverage. Third, you can reduce interference from other radio systems (extra- 
neous messages, ringing and other noise interference known as intermodulation)... 
just flip the switch on the control head. 

““MOTRAC” is a trademark of Motorola Inc. A crereerereeenemetensticnteeneetideadldanmn a iaiiee einai 


Motorola Communications & Electronics, Inc 
4501 Augusta Blivd., Chicago 51 llinois 
A Subsidiary of Motorola, Ir Dept. AFH127 


HEAR FOR YOURSELF [J send me phonograph record 

Send in coupon NOW = Have salesman phone for appointment 
for a free, on-the-job recording... 

listen to the dramatic 

difference in message clarity. 


Zone 


MOTOROLA 2.way ravio 
* 





Jordan told the meeting the oil in- 


dustry must also create a better “cor 
porate image” and do a better selling 


job—if it is to survive and expand. He 


said the great response by fueloil dis 
MAKES THE DIFFERENC | tributors to recent “grass roots’ sales 


meetings held by Iron Fireman con 


No Combustion @itelil tte vinces him that these distributors 


‘recognize a lack of selling in the 

Cc ith industry and are looking for methods 

ompares wi to increase public awareness of the 
advantages of fueloil.” 

He also charged that the fueloil 


INSTANT GLO industry has much to learn about mar 
” } 


keting from the electrical industry 


| “Do you believe,” he asked, “that the 
NAIYNININ 


fueloil industry, with present market 


. ing and sales practices, could make the 

Do the Job RIGHT with INSTANT-GLO | substantial nish that have been made 

Short cuts are not fair to the customer nor do they do by the electrical industry in the past 

justice to the reputation of oil heating. few years—if fueloil costs were two or 
more times that of electricity?” 





Philadelphia Conference 
honors Refiners 


A SPECIAL FEATURE of the 10th an- 


nual convention of the Greater Phil- 





adelphia Fuel Conference on June | 

ROUND “A” TYPE y was the recognition of the major part 
Seccie dull te played by refiners in the city’s coop- 
steel furnaces. Can be erative promotional campaign. As 


—— a ge wo honor guests for the day were officials 


ree “NARROWBOY” 


26 ¢ 75 CP fo 2 ¢ boile an _— 
ream, Rate ong os Sizes up to 1.75 GPH r narrow boilers and supporting members of NOFI pro- 
u . ' u . 


furnaces. Sizes up to 5.0 
GPH. a GPH grams. 


In addition, the president of the 


WITH INSTANT-GLO YOU CAN BE SURE OF—— conference, W. D. Williams, empha- 


sized the names of all 19 refiners that 
%& TOP PERFORMANCE. INSTANT-GLO glows cherry-red in 5 . : 
supply the matching funds for the 
seconds from starting of burner. Cannot lose shape or fall . re 
: ect campaigns. Reggie Moffatt, Orlando, 
in. Its thick insulating brick wall gives maximum sound 


absorption. It's rugged . . . outlasts combustion chambers 
of inferior materials. 


of eight prominent refiners that are 


Fla., moderator of the afternoon forum, 

put it this way, “If you're buying from 

one of the refiners that don’t support 

% EASY TO INSTALL. Cuts, handles, assembles easily. Rigid the NOFI, you ought to have your 
when installed. | head examined.” 


The eight refiner members who at- 
% EASY TO CLEAN. Rugged INSTANT-GLO resists vacuum | es ee eee Se 


tended were A. L. Anderson, Sun, 
David Barrett, Esso, John Duffy, Sin- 
clair, Dart Hoffman, Tidewater, Charles 


cleaner suction. No vulnerable parts of heater will become 
exposed to excessive heat. (On old replacement jobs the 


old chamber should be removed to make sure that no air i ar =e ; 
Kramb, Gulf, P. T. Lomenzo, Atlantic, 
leaks exist.) 


George McDaniel, Mobil, and Nelson 
STOCKED BY LEADING DISTRIBUTORS Jordan, Leon Hess, Inc 


Ed Esterline, executive secretary of 
Send for FREE complete chart showing the correct type of chamber to be , y 


installed in standard popular brand boilers. Write for details to the organization, arranged this feature. 


The afternoon meeting had only 


sTeohyre). MACHINE Oil Heating Supplies Div. fueloil topics, starting with Wm. F. 
7-17 WILLOW STREET 


Kenny, Jr., president of Meenan Oil 
WoORKS COMPANY . LYNN, MASSACHUSETTS 


Co., who brought the details of the 
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We don’t say you'll sell a tankerful a week... 


a 


om | 


bs N 


aly Val, lemme] iS 


But we do say that when 
you pick up a Sunoco Heating Oil 
distributorship .. . 

You'll have your own territory to 
develop and profit from. 

You'll get day-to-day support from 
Sun and a liberal co-op plan. 
You'll be handling a competitively 
priced, quality-blended product. 


® You'll get oil when you need it. 


. You’ll have no trouble with an un- 


known brand name. 


Sunoco’s already a household word 
that means quality...to millions of 
people in Sun’s marketing area, in- 
cluding your heating oil prospects. 


Want to dig further into details on 
a Sunoco Heating Oil distributor- 
ship? 


In the U.S. write to A. L. Ander- 
son, Fuel Oil Department, Sun Oil 
Company, Philadelphia 3, Pa. 
In Canada: Write to C. B. Pitt, 
Sun Oil Company Limited, 85 
Bloor St. E., Toronto. 


PIONEERING PETROLEUM PROGRESS FOR 75 YEARS 


eloil,\ 














@ A size to meet every re- 
quirement. Uses pressure burner, 
number 2 oil and sells at popular 
prices. Has every feature for vol- 
ume sales. 

Made in large commercial sizes 
for schools, hotels, hospitals and 
public buildings. Approved for 
180 degree outlet water. 

Details on request. 


Bock 
OL002GMLO1 


conversion campaign, gas to oil, at 
Levittown, N. J. Since September 6 
when the campaign opened 351 sales 
were made to June 1, each converting 
a relatively new gas heating boiler to 
oil heat. For the original story on this, 
see December, 1960, issue, page 45 
[he company is now making gas to 
oil conversions on Long Island and in 
the past six weeks has sold 34 jobs 
These have a payout guarantee, based 
entirely on fuel savings, of 38 months 
regardless of the oil price, and this 
includes service for that period. 
Charles Kramb, Gulf Oil Corp., the 
next speaker, discussed “The Age of 
Oil Heat 


NOFI job is not consummated, it’s just 


He emphasized that the 


begun and there is an enormous 
amount of vital missionary work still 
tO be done 

He praised those dealers in the au 
dience for their interest in industry 
improvement and said that we must 
concentrate on the dealers who do not 
show that much interest. Far too many 
in the business are not interested, 
while they can have a powerful nega 
tive influence on the oilheating users 
Until we attract every dealer and also 
every refiner, we leave serious gaps , 
he noted 

Glenn Werly, Nort president and 
the concluding speaker, outlined his 
plans for the preliminary stage of the 


new one-roof organization 


American Oil announces 
completion of ‘Big Step’ 


A T A NEW YORK conference on 
May 19 three top officials of 
American QOil Co. outlined the virtual 
completion of its nationwide marriag¢ 
of affiliated companies into a sing 
manufacturing and marketing entity 
This former subsidiary of Standard Oil 
Co., Indiana, thus becomes the broad 
luge Operating company for all do 
mestic activities. The ‘Indiana’ com 
pany is the parent or holding com 


pany and also continues its overseas 


Moore, America’s president, 

started 42 years ago with a sum 

ner vacation job in a refinery, d 
scribed the background of the amal 
gamation. Indiana Standard was born 
in 1889. American Oil, serving East 
tates, began in 1910 as a small 


bership in Baltimore with threc 


employees, one hors« and Was 
Oil, also of 1910 vintage, made prin 
cipally harness oils for the territory 
The only area in the 48 states not 
vet actively worked is in Californt 
New Mexico and Arizona 
According to Moore, American 1s 
to commit in the present year roughly 
100 million dollars for modernization 
upgrading and expansion of facilities 
particularly in the South and East 
William H. Miller, vice-president 
lard as a ware 


house clerk at Keokuk, Iowa, in 1929 


after one year teaching school follow 


marketing, joined Stan 


ing college 

Robert B. Irons, advertising man 
ager, came with Standard at Mason 
City, lowa, in 1936 and after several 
transfers came to Chicago as a distri 


bution economist in 





if YOU HAVE A SWITCHBOARD 
<. YOU CAN BE akleen Qil man: 








AS A KLEEN-AIR MAN, HOW 

MANY OF THE OVER 5,000,000 HOMEOWNERS 

REACHED THROUGH NATIONAL CONSUMER ADVERTISING 
CAN YOU SERVICE? 


You might not need a switchboard, 
but it could help when readers of 


HE AMERICAN 


{louse beautiful HOME llousexGarden 


look in their yellow pages for YOU. 


The discriminating readers of these magazines CARE about their homes, 
and really caring means effective and efficient furnace cleaning the Kleen- 
Air way. If you’d like to buy a switchboard for your furnace cleaning 
business, we’d like to help. 


TRANSPORT YOUR ADVERTISING 


AND SELL WHILE YOU WORK 
THREE REASONS 


5 ety Aeegahcre tr Mestre Aer me 


For more information and a no obligat 


demonstration, write or cal 


es FURNACES 
= =“ € «es 
wenniaiienie 4 > 
“aman Ne DONT BE SORRY TOMORROW | 
Kleen-Air’s latest innovation for modern furnace cleaning 


marketing is the special truck accessory package. The reasons KLEEN-AIR, INC. 
for furnace cleaning are being sold to new customers while Payne, Ohio 


A Subsidiary of the Kent-Moore Organization, inc 


your Kleen-Air Unit is working for you. Senn Ghia 
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MULTIPLE 
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Pri THRUSH 
swe. ZONE 
VALVE 


ae Ke}-) 3) 
TIGHTLY 


THRUSH 
| WATER 
iy CIRCULATOR 


One THRUSH CIRCULATOR 
now serves many zones... 


Wirn ONE Thrush Water Circulator and a Thrush Zone Valve for each zone, multi- 


ple zoning becomes easier to accomplish and at lower cost than ever before. 








THRUSH 


PRESSURE TANK. 


THAUSH 
RELIEF VALVE 


ee ue 
Sines van +e] 
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Simple Zone System Diagram 


The new Thrush Zone Valve greatly reduces original 
cost of multiple rone installations through simplified 
piping, low voltage wiring and less labor. 


30 


The sturdy and dependable Thrush Circu- 
lator provides plenty of power for positive cir- 
culation to every zone. The Thrush Zone Valve 
closes tightly so there is no wasteful circulation 
when heat is not needed and uncomfortable 
overheating is prevented. See your wholesaler 


for more information or write Department C-7. 


Quality Hydronic Heating Specialties 


n.a. THRUSH « company 


PERU, INDIANA 





It brings controlled mois- 


ture to the heated home for 
4a e eo 
Moisture-Matic utmost comfort. It is sim- 


ple, safe, compact, automa- 

4 UJ M | D : F | f = tic. No float to stick, clog, 
or rust. Corrosion-proof 

for Foolproof pan. Chrome-plated valve. 


Installs in 30 minutes. One 


4 0 ME € 0 M FO R T year guarantee on parts. 


" Clogged jets from tank cor- 

Sell Greco wna wi we. ma cto 
h . i 

FUEL OUL FILTERS + covrat titer. Woortet cle 


ment bonded to fine mesh core 

for Assured, Clean traps dirt and moisture. Life- 

time heavy gauge iron and 

CAREFREE HEATING steel construction. Two sizes 
fits ALL plants. 


CLEAN RIGHT dusts or sprays on like 
CLEAN RIGHT powder. Burns off soot in a natural 
manner without flash or flare. Harmless 
Soot Remover to burner parts. CUTS FUEL BILLS 


" a AS MUCH AS 25%! Sell to owners on 
Cleans Like Magic every call—keep furnaces heating like 


Without Harm to Burner new! 


Ask Your Jobber for these GF Products 


~ GENERAL FILTERS, INC. 


43800 Grand River Avenue Novi, Michigan 
IN CANADA: Canadian General Filters, Ltd., 39 Crockford Blvd., Scarborough, Ont. 


Tueloil 





WHY BULK FUEL DEALERS 

NEED A LeFEBURE 

SINGLE-CARD 

AUTOMATIC DEGREE DAY SYSTEM 





The LeFebure Automatic Degree Day System was 
created exclusively for helping bulk fuel dealers increase |! 1 
the efficiency of their delivery operations. This single- 
card system tells you simply and systematically when to \ 
refill each customer's tank. In its degree day scheduling, | 1 
the LeFebure system includes an adequate reserve for ! 
each customer. \ ; 

The LeFebure Degree Day System is so easy to operate | \ 
that even a new employee can learn its correct use imme ! 1 
diately. And LeFebure’s System is designed to coordinate 
with accounting and service functions , Address ; 

1 ! 
! 1 
1 1 
! i 
! ' 
' ! 
i 1 
1 1 
! 1 
! ' 


| Spit ites ila ie da a Aiea aaa 


LEFEBURE CORPORATION, Cedar Rapids, Iowa 
Gentlemen: 

Please send me at once, a copy of the illustrated 
brochure explaining the LeFebure Single-Card 
Degree Day System. 


Name 


Company Name 


Bulk fuel companies using the LeFebure Single-Card 
Automatic Degree Day System have shown lower operat 
ing costs, tighter administrative control and better cus 
tomer service. 

For literature illustrating why bulk fuel companies 
have enjoyed these benefits with the LeFebure Degree 
Day System . . . and how this system will work for you, 
send the coupon to LeFebure Corporation, Cedar Rapids, 
Iowa. Act now . . . and be ready for next season. a 


City 


BUSINESS SYSTEMS AND EQUIPMENT 


LeFebure is a subsidiary of Craig Systems, Incorporated 
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Kansas State continues 
Research for Ashrae 


idE AMERICAN SOCIETY of Heating, 
Refrigerating and Air-Conditioning 
Engineers, New York, New York, 
has announced that Kansas State Uni- 
versity will continue the study of the 
controlled environment program, car 
ried on by the Society during recent 


years 


The $150,000 controlled environ- 


ment room will be used to investigate 
the reaction of healthy subjects to 
various thermal and radiant environ- 
ments. It is now housed in ASHRAE’s 
Laboratory, but will be relocated at 
the university in Manhattan, Kan., and 
if the presently conceived schedule can 
be met, research will be resumed at 
Kansas State in the latter half of 1962. 


Everett Elliott named 
NOFI board Chairman 


THE FIRST MEETING of the Board 
of directors of the National Oil Fuel 
Institute, New York, N.Y., elected 
Everett Elliott, C. L. Elliott Co., Dan- 
vers, Mass., Chairman of the Board, 
and approved the constitution, by- 
laws and short term programs recom- 
mended by Glenn L. Werly, president. 

Also approved was a seven month 
budget for NOFt’s central office which 
will allow for personnel realignment 
and staff additions to strengthen the 
organization in technical, education 


ind market research areas. 








HEATING SPE LALTIES 


automatic 


TO-VENTS 


NO. 27 and 37 


No. 27 is 3” x 2¥2”, Ve” 
|.P. Female side 
connection 


No. 37, for horizontal 
mounting only, 3” x 22”, 
with Ye” |.P. vertical male 
bottom connection 


for 


HORIZONTAL 
MOUNTING 


on 

* Combination heating & cool- 
ing convectors 

* Fan coil units 

* Radiant panels 

* Radiators 


* Pipe Lines 


They vent cir CONTINUOUSLY 
in hydronic hot water heating and chilled water cool- 
ing systems 


FOR PRESSURES UP TO 50 LBS. 


Simply designed, they do a most effective job of 
getting rid of air pockets, letting the water cir- 
culate freely, automatically, thanks to a reliable 
float valve. Learn more about these inconspicu- 


ous vents that cost so little, yet do so much! 


WRITE FOR CATALOG 


MAID-O-MIST, Inc. 


3217 North Pulaski Road Chicago 41, Mlinois 


Elliott 
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DURA-CHIMNEY 


DURA-CHIMNEY is the only factory-built 
chimney that gives you light weight, 
factory assembly, and pipe lengths to 


5 FEET. 
CONSTRUCTION: Dura-Chimney consists of 


three concentric pipes: a 7-inch stainless 
steel flue surrounded by a middle pipe 
of aluminized steel, and an outer pipe of 
galvanized steel. 


WEIGHT: Dura-Chimney weighs only 
6 POUNDS PER FOOT. None on the 


market weighs less; most weigh more. 
ASSEMBLY: Dura-Chimney is ready to be 


lifted from the shipping carton and set 
in place. No special tools are required. 


UL approved for heights to 100 FEET. 


PLEASE SEND INFORMATION ON THE 
ALL-FUEL CHIMNEY TO 


NAME_ 
ADDRESS___ 
CITY 


STATE 


DURA-VENT CORPORATION 
Factory and Western Sales Office: 
2525 El Camino Real, Redwood City, Cal. 
Factory and Eastern Sales Office: 
1400 West Ormsby Ave. 
Lovisville 1, Ky. 
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Editor. 


Regarding the Readers 
Problems, May 1961 FUELOIL & OIL 
HEAT by JEC, St. Paul. I have had the 


a leading 


ircem in 


same problem twice with 
stack switch, and the factory represen 
tative said: “It just couldn't be so.” 
Both controls were returned to the 
factory as defective and replaced. In 
my case the burners actually fired after 
flooding. Everything checked out OK 
In my opinion, there was a defect 
in the stack switch, possibly a poorly 
soldered connection. Please assure JEC 
it can be so, but not often. I've been 
servicing 34 years this July. 


ROBERT HEYDT 


Editor 


The 


i fueloil 


writer had occasion to attend 


dealer roundtable and dis 


cussion. One of the questions asked of 
the dealers was, “What in your opinion 
is an oilburner?’ 


It is probably a sad reflection on 


our industry in that of the total num 
ber of replies to this question only 


One Out Of nine was correct 


Some of the answers were: A ma 


chine tor preparing oil for burning 
An oilburner provides the means of 


transforming fueloil to useful heat 


An oilburner is a piece of mechanized 


machinery that creates headaches for 


our service department. A_ device 


which burns oil to heat a home 


Others: Home 


comfort with the 


most economical fuel. An oilburner is 


t plece ot equipment that performs 


| 


and when 


heat 


that is done, we sell 


more oil. An oilburner is a converter 


used to transfer liquid fuel into heat 
economically and efficiently 


MATTHEW BROWN 


C. C. Bartholomew recently retired 


after thirty years as a Signal Oil Com- 
pany commissioned distributor and 
heating oil dealer in Snohomish Coun- 
ty, Washington 


Bartholomew, who 


started in the petroleum industry by 
driving a team and wagon for the 
Standard Oil Co., was a partner in the 


firm of Bartholomew and Nichols. 
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TO START INSTALLING 
SPEED-KLEEN FITTINGS 


Your driver now has that extra 
minute you probably thought he 
couldn't spare during the peak 
cold weather. In many instances, 
all he needs to do is replace an 
ordinary fill pipe cap with a 
Speed-Kleen fitting. And there- 
after, every delivery will be made 
easier, cleaner, faster, with deliv- 
ery costs reduced as much as 
$5.00 per customer per year. 


Deliver more oil with less work 
—make more profit on every 
gallon, by using Speed-Kleen 
nozzle tube and fill pipe fittings. 


Don’t continue 
losing profits, write 
or phone C.G 
Eyster at 


TIME SAVING PILLS, INC. 


Phone York 6119 
140 W. Market St., York, Pa. 





“We expect to double our customer list in the 
very near future, and we've only been selling Texaco 
Fuel Chief Heating Oil for a year,” say Owen E. 
McLeieer (right) and son, Robert, McLeieer Oil Co. 


Inc., Kalamazoo, Mich. “We changed to Texaco 
because of the great public acceptance of Texaco 
Products. The Texaco people have been very 
helpful to us. We like to sell the best... TEXACO.” 


Why there’s a promising future with Texaco 


1. Texaco is Consignee and Dis- 
tributor-minded. Proof: 842 
Consignees and Distributors 
have been with Texaco over 20 
vears, some over 45 years. 

2. Proved and profitable sales 
policies for the Consignee and 
Distributor. 

3. Immediate product acceptance 
by your customers. Fuel Chief is 
sold under the nationally-famous 
trade-mark, the Texaco red star 


with the green “T.” 

4. Dependable, efficient delivery 
at all times. 

5. Fuel Chief is clean-burning. 
TEAM YOUR NAME with Texaco 
for a promising future. Send 
coupon now to Manager, Fuel 
Oil Sales Division, Texaco Inc., 
135 East 42nd St., New York 17, 
New York. 
rune 10 TO 1 
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BROADER WARRANTIES... 
GREATER DURABILITY... 
BIGGER CHOICE! 

















ne 
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@ New Super Duty V-8 Dealer Warranty—100,000 miles or 24 months! 
® New extended Dealer Warranty for entire truck line—12 months or 12,000 miles! 
® New stronger frames and huskier cabs for Conventional Cab models! 
Now 222 money-saving Tilts, Tandems and Conventionals with Super Duty V-8’s to choose from! 


Ford’s rigid quality control program gives you 
unsurpassed dependability! Positive evidence 
of uniformly high production and inspection 
standards is the exclusive new 100,000-mile 
engine warranty. On 401-, 477- and 534-cu. in. 
Super Duty V-8 engines, each major engine 
part (including block, heads, crankshaft, valves, 
pistons, rings), when engine is used in normal 
service, is warranted by your dealer against 
defects in material or workmanship for 100,000 
miles or 24 months, whichever comes first. 
Warranty covers the full cost of replacement 
parts . . . full labor costs for the first year or 


Tandem Axle models are available with tilt cabs. 
As with conventional tandems, aluminum walking 
beams, wheels, fuel tanks are offered to cut weight. 


New tougher tandems offer greater strength inchassis, 
cab and sheet metal . . . new wide-track front end 
stability. Powered by rugged Super Duty V-8’s, Ford 
tandems go up to 51,000-Ib. GVW, 75,000-Ilb. GCW. 


QUALITY-BUILT... 
MAINTENANCE- 
ENG/NEERED 


eloil 


50,000 miles, sliding percentage scale thereafter. 

In addition, an extended warranty covers all 
1961 Ford Trucks of any size. Each part, 
except tires and tubes, is now warranted by 
your dealer against defects in material or work- 
manship for 12 months or 12,000 miles, which- 
ever comes first. The warranty does not apply, 
of course, to normal maintenance service or to 
the replacement as normal maintenance of such 
items as filters, spark plugs and ignition points. 
No other truck gives you such protection for 
your investment; never before could you be so 
confident of long-range durability! 


Most popular Tilt Cabs on the American road! 1961 
models represent five years of improvements. Four 
series—up to 36,000-lb. GVW, 65,000-Ilb. GCW. 


New huskier conventional trucks feature lighter, 
stronger frames of high-tensile steel .. . heavier gauge 
metal and stress-isolating independent mounting for 
radiator, fenders and cab. 


FORD TRUCKS COST LESS 
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George Woodruff and part of his 750-acre farm in Bridgeton, N. J. 


Gulf Solar Heat Dealer...a 


GEORGE WOODRUFF has a formula for good liv- 
ing. He mixes heating oil with farming know-how, 














family history and his hobby . . . archaeology. A 
750-acre farm, 450 acres of it under cultivation, 
dates back 300 years in the Woodruff family. 

125 purebred Holstein cattle provide over 2000 
pounds of milk every day. George has been able to 
locate and assemble some 13,000 American Indian 
—— a ~ relics while pursuing his archaeological hobby. He’s 
George Woodruff and Charles Tobin, Gulf Home Heating 
and Farm Marketer, in the well-known Woodruff Museum. 
Over three thousand people visit this vast collection of 
Indian relics every year. him run the heating oil business. 





even had time to supervise the landscaping of the 
local golf course. His two sons, Alan and Bob, help 
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Woodruff trucks have been carrying Gulf heating oil for over 29 years. 


Real Country Gentleman 


The general feeling around the Woodruff house- 
hold is that they would have less time to devote 
to other projects if they handled any other brand. 
George says, “You just can’t lose with a top prod- 
uct and first-rate promotion. I don’t think I have 
one dissatisfied customer.” 

Customer satisfaction with clean burning Gulf Solar 
Heat leads to a competitive plus. Fuel-caused prob- 
lems are cut to near zero. The less time spent on 
service calls, the higher the profit, too! 

The Hydrogen-Purification “clean-heat” story can 
be carried directly to the prospect with the heavi- 


A 


est concentration of advertising and sales promo- 
tion in the fuel oil business. Once in use, Gulf Solar 
Heat keeps the customer sold. 

Phone your nearest Gulf Office . . . collect. They'll 
be happy to give you the full story on how you can 
take advantage of the many ex- 

clusive sales and promotional aids 

available through the Gulf Solar 

Heat brand. 


SOLAR HEAT 


heating oil 


Gulf Oil Corporation 
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UNIQUE SAFETY FEATURE 
PROTECTS HIGH CAPACITY 
On oe OO) Oe ee 


GENERAL Type HMTT Automatic Electric 
Immersion Heaters provide cold oil 
lockout switch to prevent faulty starts! 


Unique heavy-duty, snap-action interlock pre- 
vents cold oil below preset atomization tem- 
perature from reaching burner nozzles. Rugged 
tubular element rods withstand severe use... 
even operation in empty shell. Element sheaths 


constructed to 


resist corrosion under wide 


variety of oil conditions. Uniform watt density. 
Fifteen months warranty. 








Catalog EH-100 describes complete 
line of electric Fuel Oil Preheating 
Units (750 to 60,000 watts). 


Request your copy today! 


Integral-mounted thermostat designed for 
long life ... provides for simple field adjust- 
ment within 120° — 260°F range if desired. 


...9 to 36 KW. 
range . 


Wide output range 


Broad voltage 
densities 


. choice of watt 


Speedier installation, interchangeability... 
3” ASA mounting flanges rated at 150 or 300 
pounds 


For complete details, request Catalog 
EH-100 





Fred Burroughs Speaker 
at Western N.Y. meeting 


FRED S. BURROUGHS, 
of the 


past secretary 
National Fueloil Council 
and now managing director of the 
Advertising and Promotional Division 
and secretary of the newly formed 
National Oil Fuel Institute, was prin- 
cipal speaker at the annual meeting 
of the Oil Heat Institute of Western 
New York, Inc., held May 18, in 
Niagara Falls, New York. 

Burroughs told the group about the 
new “one-roof” organization and also 
discussed the local promotion of oil- 


heat. 


Ashrae’s annual Meeting 
Held in Denver, June 26 


DENVER Hilton 


Colo., was the headquarters of the 68th 


THE Hotel, Denver, 


Convention of the American Society 
Air 


Conditioning Engineers. It took place 


of Heating, Refrigerating, and 


June 26 through 28. 
Included in the discussions at the 
meetings were several symposiums. 
One chaired by E. J. Von Arb, Revco, 
Inc., emphasized product quality and 
related this with quality control and 
product reliability. Another, the air 
conditioning symposium, raised the 
question of which is preferrable for 
residential applications, window units 
or central systems. Chairman was W 
R. Mall, Whirlpool Corp. 
Introducing and controlling humid 
ity in heated living spaces was the 
one of the forums at the 


A. G. Wilson, National 


Research Council of Canada, moder- 


topic at 


convention. 


ated the session which dealt with the 


maximum and minimum limits of 


relative humidity in heated living 
spaces, the range of humidities that 
occur in various kinds of dwellings and 
the amounts of moisture that it may 


be desirable to add or remove. 


(Please turn to page 92) 
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YOU DON’T HAVE TO BUY A 
TRUCK TO POWER CLEAN! 





MOUNT 
ew! 


High pressure SUCTION FAN 
powered by PTO. No dirt 

or soot goes through the 
fan, only filtered air! 





cope CLEAN 





SERVICE CLEAN ON YOUR PRESENT 


TRUCKS 





—— 





DISMOUNT IN MINUTES! 


Your truck can be used 
for other jobs! 








Side Boxes for service 
tools are available to 
suit your needs and style 
of truck! 











ALL-WEATHER machine! 
Filter bags totally 
enclosed in hermetically 
sealed compartment. 


DUST BOX capacity over 
one TON! 


MOUNTS ON ANY TRUCK WITH A POWER TAKE OFF OPENING! 


SERVICE CLEAN shown on Styleside pickup. Hose ac- 
essible thru rear door. Note handy side box for tools! 


available 


SEKVICE CLEAN on a half ton, 4 wheel drive 
Flareside pickup. Note compactness of unit 
Side Box with paddle type door locks also 


A stake truck carrying a SERVICE CLEAN unit which 
can be dismounted in minutes, stored out-of-door so 
truck may be used for the jobs 


4 Reasons why Service Clean Is a 
WISE Investment for you! 


HIGH PROFIT POTENTIAL! You don’t have to buy a truck to 
wer clean with SERVICE CLEAN! Therefore, a low initial 
nvestment will put you into a profitable service. The great de 
mand for power cleaning comes from residential, commercial 
and industrial areas supply this need with a SERVICE 
CLEAN of your own! 
THE “COMPLETE” PACKAGE—$2995, f. 0. b., Janesville, 
Wisconsin! All the necessary hose, tools, equipment, instruc- 
tions, and tips on servicing accounts are furnished with the 
SERVICE CLEAN basic unit. The experience and knowledge of 
men who developed SERVICE CLEAN, and the power cleaning 
business, is available to you at all times! 


DISTRIBUTORS ! 


SERVICE CLEAN is sold ONLY through manufacturers, 
jobbers, distributors, and their dealers! Write today 
for complete details to 


A PERFECT TIE-IN with your present business: You'll not 
only offer a new service, but a profitable one that every home- 
owner and business needs and wants! Open new accounts and 
bring in new business, and offer a service that will KEEP your 
present customers — SERVICE CLEAN! 

DEPENDABLE EQUIPMENT! The al! steel, all-weather SERV- 
ICE CLEAN unit features totally enclosed filter bags, high 
pressure suction tan, convenient hose storage, one ton capacity 
Only filtered air passes through the fan, no dirt, soot, or other 
damaging debris. SERVICE CLEAN was designed with YOUR 
BUSINESS in mind! 


SERVICH CLEAN 


215 NORTH MAIN STREET JANESVILLE, WISCONSIN 
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POPULAR PENNYPINCHER 
POLLS 400,000th VOTE 


That's the 400,000th Jobmaster 6, recently dropped into a Chevrolet Series 60 truck—and it’s also 
the 400,000th vote of confidence in a tough, tightfisted engine design that’s won high praise from 
truckers everywhere. Like its 399,999 predecessors, this Jobmaster 6 was built because there’s a 
tough job to do somewhere, with a tight-budgeted schedule demanding the utmost in stamina 
and economy to keep the books in the black. Under a program of continuing refinement since 
its introduction in 1954, the Jobmaster’s paid off big on its promise—this outstanding sales 
record proves it, and the record isn’t complete yet. As long as there are tough jobs to be done, 
or until a better way is found to do them, there’ll be Jobmasters powering Chevy’s lean-muscled 
middleweights wherever saving money matters most! 





@ Saving money on tough truck jobs demands top fuel 
economy for sure, and the Jobmaster’s free-breathing 
valve-in-head design and 8 to 1 compression add up to JOBMASTER 6 PERFORMANCE DATA 
261 of the busiest, most efficient cubic inches of displace- 
ment going. But that’s only the beginning—even more 
important on many jobs is the ability to take a beating, Displacement 261 cubic inches 
to keep on delivering the goods while holding downtime Bore & Stroke 334" x 3'He” 


and upkeep at an absolute minimum. The Jobmaster’s Compression Ratio 80°] 
saving ways are engineered-in throughout, in a tightly 


coordinated combination of long-life, low-cost features. Gross Horsepower 150@ 4000 rpm 
Valving, for example, is specially designed to stand Net Horsepower 130@ 3800 rpm 
up under continuous high power output. Also, extra- Max. Gross Torque 235 Ib-ft@ 2000 rpm 


duty-alloy bearings and full-flow-filtered lubrication help Max. Net Torque 218 Ib-ft @ 2000 rpm 
keep the wheels turning under the heaviest loads and in ; 


the toughest treatment a truck can be expected to take. 
And there are many more money-saving features . . . 
why not get the details from your Chevrolet dealer soon? 


... Chevrolet Division of General Motors, Detroit 2, Mich. MODEL APPLICATIONS 
TRUCK SERIES AVAILABLE WHEELBASES GVW 





Conventional Cab: 
C60 33, 145, 157, 175, 197 19500 Ibs 
C60-H 33, 145, 157, 175, 197 22000 Ibs. 
Low Cab Forward 


L60 121, 133, 145, 169, 175, 197” 19500 Ibs 
L60-H 121, 133, 145, 175, 197 22000 Ibs. 








Tilt Cab 
T60 97, 109, 133, 145 19500 Ibs. 
T60-H 97, 109, 133, 145 22000 Ibs. 














You can replace 987% 
of the oil burner filters 
in your territory 
with just four 
PUROLATOR elements 


With a small inventory of just four 








Purolator filter elements, you're set 
to handle the replacement needs of 
98% of the oil burner filters on the 
market—old ones, new ones, and most 
of the odd sizes. 

Once you've installed a Purolator 
youre set for a long time. Purolator 
elements filter finer (down to 0.0005”) 
and longer (they last a year or more 
without servicing) than any other fil- 
ter element on the market. With 
Purolator, you'll be spared the usual 
emergency calls to replace nozzles 
that have failed because of abrasive 
dirt. And a year or more from now, 
at replacement time, you ll appreciate 


the way the Purolator element pops 


out on a spring to make replacement 
neat and easy. 

Purolator has a cross-reference 
chart that shows you which Purolator 
elements will fit which brands of oil 
burner filters. You can get a free copy 
of the chart by filling in the coupon 
and sending it to Purolator Products, 
Inc., Rahway, New Jersey. 


Purolator Products, Inc., Dept. 2578 
Rahway, New Jersey Filtration For Every Known Fluid 


Please send me the Purolator Cross Reference Chart showing the correct 
Purolator filter element for eight major brands of oil burner filters PU re LA ¥ Oo [a 


PRODUCTS, INC. 


RAHWAY. NEW JERSEY AND TORONTO, ONTARIO, CANADA 


Name. 





Company. 








Address 





State 
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BOOST FUEL OIL 
DELIVERY by 10° 





NEW BUCKEYE NOZZLE...SWIVEL...for low pressure-drop at high capacity 


No. 125 FUEL OIL NOZZLE @ Permanent lubrication of bearings; grease-sealed 
Available with either 1%” or 1%” IPT inlet —with or at factory. 
without tube and with or without integral check valve To you, time is money — and increased delivery 
@ Less than 10 lb. drop at 100 gpm.* capacity of your equipment adds to the number 
Higher lift, seat diameter larger than outlet tube. | 0f stops your trucks can make per day. This new 
Buckeye combination is the only such system 
designed to give you low pressure drop at flow 
Easy to open, easy to close because of hydrau- rates up to 125 gpm—-virtually an “open pipe’”’ 
lically balanced design. No hammer or chatter. system. Write for more information or contact your 
@ 4-notch replaceable guard permits easy control. Buckeye distributor. 


*Tested on nozzle without internal check 


a 
@ Designed for 125 gpm flow rate. 
e 


No. 126 SWIVEL. Available in 2 sizes—1%” and 112” PRESSURE DROP 
AT INCREASING FLOW 
@ Fully repairable: remove plug and ball bearings. CAPACITIES 


Bearings and quad-ring seal easily replaced. 


nN 
So 


wn 


Typical 142” 
@ Teflon and ball bearings for easy operation. fuel oil nozzle* 


Full pipe size opening at both ends. Female New No. 125* (11/4” and 
portion of swivel (hose end) is larger than hose 1¥2” sizes—no difference) 
coupling——-easy to attach and detach. Both less check valve 


w 





INLET PRESSURE PSIG. 


Increases hose life. Prevents kinks, twists and 

damaging tension. Allows hose and valve to turn 5 100 

independently. GALLONS PER MINUTE 
J, 











aN 
in e. BUCKEYE IRON & BRASS WORKS 


Box 883 e Dayton, Ohio 
eloil 
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4’/, pounds of proof... 


relining combustion chambers can be 
profitable... with J-M Cerafelt* 


Sure, relining heating units used to be unprofitable— 
what with 200 pounds of materials to lug around and a 
five-hour installation job by the serviceman. But now, 
with a Johns-Manville Cerafelt Kit, you can actually 
make money when you reline worn-out combustion 
chambers or upgrade existing chambers 

The complete Cerafelt Combustion Chamber Kit weighs 
only 41% pounds... small enough to store several of 
them in your serviceman’s car or truck. Each kit con- 
tains all the necessary materials for a complete relining 
job: sheets of Cerafelt refractory fiber felt (the same 
material used to protect the astronaut in the Mercury 
spacecraft), prefabricated steel backing, accessory 


J OHNS-MANVILLE 


AN INSULATION FOR EVERY COMMERCIAL AND INDUSTRIAL USE 
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items, and an illustrated installation instruction sheet. 
Tools? Just a pair of scissors and abread knife, that’s all. 
There’s no cement-mixing ... no heavy refractory brick 
lining ... and no mess to clean up. The entire job is done 
quickly and cleanly, with improved combustion and re- 
duced noise. Small wonder Cerafelt makes relining 
chambers profitable. 

Cerafelt chambers are efficient and economical, too! In 
most cases, they cut fuel costs up to 20%, as reported 
by enthusiastic homeowners. For full details, write to 
E. D. Flavin, Vice President, Johns-Manville, Box 14, 
New York 16, N. Y. In Canada: Port Credit, Ontario. 
Cable address: Johnmanvil. 


JOHNS MANVILLE 


JV 
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Hub Oil Co., Rochester, N. Y., fuel oil 
distributor used to keep 2 spare trucks 
ready in case a breakdown tied up its 
regular vehicles. When Hub made the 
important shift to Macks, there were no 
further jobs for these emergency vehicles. 
Result—2 less trucks on the payroll. 


Cases like this underscore Mack’s 
traditional reliability and ruggedness 
... point up the fact that Mack quality 
pays off in many ways. A Mack truck is 


a quality vehicle because it’s Mack built 
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At its Rochester depot, Hub Oil Company loads some of the B Model Macks 
used on its retail runs. Customer service rates high at Hub... one reason 
Hub uses the most dependable trucks available. 


For industrial bulk deliveries and fast action in and out of congested areas, 
Hub uses Mack tankers like this B-68 Model. 


Standardized on Macks... 
Stand-by not needed 


—not just Mack assembled. Mack man- 
ufactures its own engines, carriers, trans- 
missions, axles, cabs and other major 
components, and every major compo- 
nent is built by Mack for Mack trucks 
alone. Furthermore, fuel oil distributors 
find that Mack quality means balance- 
sheet savings in repairs, parts replace- 
ment, maintenance, fuel and downtime. 


You can be sure your customers get 


dependable service if Mack trucks do 
the job. Your Mack branch or distrib- 


utor will be glad to help you select the 
model best suited to your requirements. 
Mack Trucks, Inc., Plainfield, New 
Jersey. Mack Trucks of Canada, Ltd., 
Toronto, Ontario. 






MACK 


MACK 


FIRST NAME FOR 


TRUCKS 


by far mm sates of 
Geese! trecks 









for over 8 straght years 





























$4°° A MONTH (2° 


WITH WOMLSSISEX OIL FIRED 
WATER HEATER 


With a Gun Type Oil Burner 


LOW COST 

That’s right, a home owner can have all the Hot Water he can 
use, at a cost of $4.00 a month or less. Eligible for F.H.A. terms 
with NO DOWN PAYMENT. 


FAST RECOVERY 


5 to 6 times faster than gas or electric. 30 gallons of hot water 
in 15 minutes with the smallest model. More on larger models. 


4 TANK SIZES— TWO TYPES 
A size for every use, bungalow, apartment house, restaurant, 
motel, etc. Either copper or glass lined tanks. 


CLEAN, CLEAR HOT WATER 

Glass lined and copper tanks are rust and cor- 
rosion free. You get crystal clear Hot Water. 
Magnesium anode assures extra long tank life. 






GET THIS SALES HELP FREE ) VALLEN STREAM, REW YORK 
imprinted with your name and address. 
Ask for it on your letterhead. 

Send one to every prospect. 








AVAILABLE AT 50 SID HARVEY STORES OR BY MAIL 
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Fifty Houses, one Tank 


{ low-volume Meter makes pipeline-style Distribution a Reality 


by Robert Gray 


IXTY MILES NORTH of New York 
S. ity where the wooded hills of 
Dutchess County meet the broad sweep 
of the Hudson River there is a new 
home development called “Oakwood 
Heights.” As a matter of fact you could 
probably find a new home develop- 
ment in every populated county in the 
country with three-bedroom ranch style 
cottages in the $14,000 range. But 
Oakwood Heights is unique in one 
particular its oil for heating is 
metered monthly to each home from 

line that starts at a central storage 
point 

[his is a pilot operation sponsored 
by a new entity chartered in Delaware 
as the Tri-State Pipeline Corporation, 
with principal offices in New York 
State. Its president is Otis M. Waters, 
partner in the law firm of Timen & 
Waters, 5404 Bldg., New 
York City. Vice-president is 
Berkman and the secretary-treasurer is 
Mark Ritter. Ritter is the builder of 
Oakwood Heights and president of 
Kahler-Craft Distributors, Inc., New- 
burgh, N.Y. 


[he idea of a central tank with 


Chrysler 


Louis 


ines to each house is not in itself a 
novelty. Not a year goes by but wha 
several local companies in the U. $ 
and Canada, even overseas, write to 
FUELOIL & OIL HEAT to inquire if 
it's feasible and where it is being 
done. Its editors only knew of one 
example to point to, a public housing 
levelopment of 278 homes in New 
Haven described by John Schulz in the 
March, 1950 issue. This has survived 
years but there has been consider- 
able concern among the tenants over 
the fact that the oil was not metered. 
Rather the monthly total consumption 
was divided and charged on the basis 
of number of rooms and persons in the 
nily 

Common complaints included “Mrs. 
Murphy 


all the time, a fresh air fan, or the 


leaving her windows open 


family was visiting “Aunt Minnie” 


with the house shut up but they still 


paid the same rate for oil. As a result 
of that attitude, others have been dis- 
couraged from trying central distribu- 
tion. 

A new low capacity meter is the key 
that unlocks the situation at Oakwood 
Heights. Called a “Slo-Flo” meter it 
was designed for this job by Power 
Plus Industries of Los Angeles, a key 
individual Nelson. Tri- 


State has acquired its exclusive distri- 


being Don 


bution for the northern, principal heat- 
ing states 

There's an advantage in having a 
firm like Tri-State headed by a lawyer 
The earlier New Haven development 
was public housing, so it easily leaped 
over the problems met in a private 
venture. These have to do with prop- 
erty rights, municipal official attitudes 
and a host of others. In working out 
the practical legal conclusions Presi- 
dent Waters was not thinking only of 
this pilot project, for it is planned to 
duplicate this program or system in 
other builder developments nation- 
ally. 

It is always difficult, or at least 
time-consuming, to get approval of any 
kind of line under a public street, as 
one example. To overcome this, the 
builder lays and completes the street 
himself, then deeds it to the communi- 
ty while retaining a perpetual easement 
for the oil lines. When a family buys 
a home the title is subject to a perpet- 
ual easement to Tri-State. For the cen- 
tral storage, Tri-State buys one acre, 
buries its tanks and simply holds per- 
manent title to that piece. In other 
words, the whole storage and pipeline 
system does not belong to the home- 
owners nor to the town but rather to 
Tri-State. 

Top: Mark Ritter, builder of Oakwood 
Heights and secretary-treasurer of Tri- 
State Pipeline Corp. Tri-State is sponsor- 
ing the pilot operation at Oakwood 
Heights, whereby a central fueloil tank 
meters heating oil to each of the 50 
homes in the development. Center: A 
back-hoe excavates for oil lines in the 
Oakwood Heights development. Bottom: 


Central storage of 20,000 gals. holds 
two-to-three weeks fueloil reserve. 











How does Tri-State get its revenue 
from this plan? It leases the whole 
facility to a large oil company, at least 
large enough to have a strong credit 
position. This first test is being leased 
for ten years but future projects will 
require at least 15 years. The amount 
paid by the oil company to Tri-State 
for the use of its oil distribution sys- 
tem and the privilege of supplying all 
the homes, is subject to negotiation 
but naturally must be profitable to 
both parties. 

On this first venture the central 
storage is 20,000 gallons, in two tanks, 
or an average of 400 gallons for each 
of the 50 homes. The supplier delivers 
at his convenience in transport loads, 
sO as tO maintain two-to-three weeks 
reserve supply against weather contin- 
gencies. However, that is not all he 
has to do. He must undertake complete 
servicing of the oilheating equipment 
to assure fine heating. In the present 
project the heating is by circulating 
hot water form Paragon boiler-burner 
units with summer-winter domestic 
hot water hookups. Again, the oil man 
must read the meters at such intervals 
as he finds best. 

For this first development the sup- 
plier signing the lease is a major oil 
company but in turn the deal is being 
transferred for operation to its local 
fueloil distributor. The major gets the 


Typical homes in the Oakwood Heights 


development, located in Poughkeepsie 
Township, N.Y. Here a centrally-located 
fueloil storage tank provides metered 
fueloil to each of 50 homes. 
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Otis M. Waters, president, Tri-State Pipe- 
I.ne Corp., with meter for central fueloil 
system for Oakwood Heights. 

assured gallonage for the life of the 
lease and the distributor apparently can 
do well because delivery cost is low. 


Initial Considerations 

[he officers of the new corporation 
have naturally explored many angles, 
as well as personalities that might be 
affected. For example, the officials 
of Poughkeepsie town (township) 
where the project is located think high- 
ly of it because it simplifies their snow 
clearing problem. The central storage 
is near a main artery quite easy to 
reach with large transports on a short 
crescent swing, with fewer trucks in 
the residential streets. 

The Public Service Commission has 
ruled that this is not a public utility, 
subject to their many regulations. 

Several financial institutions, both 
banks and insurance companies, have 
been sounded out. They like it and 
would supply most of the capital be- 

se of the long term leases by strong 
Ol companies 

[he Government housing agencies 
consider it feasible with one special 

ipulation. There must be a restriction 
leed to provide that the cus- 
nay not be charged more than 
rent market price for the oil 
obvious precaution, since the 

is permanently wedded, just 
vith gas or electricity 

For a few details of the system 
the lines are 144” X-Tru-Coat, a prod- 
uct of Rept blic Steel Corp., and all 
lines are welded. They are laid a mini- 
mum of 24” deep and in some areas 


four feet down, particularly under 
roads, to stay clear of all other piping 
such as water and sewers and to mini- 


mize shocks from heavy trucking. The 


meter is mounted high on the base- 
ment wall. Its figures are a half inch 
high and very easy to read, even into 
tenth gallons. It will accommodate 
firing rates as low as a half gallon an 
hour. 

Ritter, the builder, is convinced tha: 
the total cost of all the heating systems 
plus the oil distribution system is no 
greater than would be gas heating sys- 
tems in the houses plus their lines and 
meters. He believes that this is a 
sound approach to gas competition in 
builder developments where gas is 
available. 

It would be pretty difficult to instal! 
a Tri-State system in old neighbor- 
hoods, and that’s an understatement. 
The job of getting property easements 
and street easements and the acre for 
the tanks would become pretty dis- 
couraging. But in a new development 
where everything starts from scratch 
the solutions are simple 

Future Plans 

What does Tri-State actually want to 
do, now that it has the meters under 
franchise and certain phases of its pip- 
ing system in the “patent applied for” 
stage? It wants to interest builders and 
cil companies in the idea of including 
its facility in their new home projects, 
by financing and installing the storage, 
piping and meters, and leasing these 
tor 15 years, with renewal options, to 
a strong oil company. It may also work 
in one other way—by licensing its 
system patents and supplying the 
meters, letting the oil company or even 
the builder install the facilities. 

This whole development is certain 
to be of interest to the readers, for the 
idea has so often been mentioned, 
somewhat wistfully. But it’s too early 
yet to go visit Oakwood Heights. Only 
eight of the 50 houses were completed 
at the time of the editor's visit on June 
8th; others were building. The big 
tanks were at the site but still sunning 
themselves. A big mechanical ditcher 
was running the trenches, and the town 
building inspector was paying a friend 
ly, if Curious, visit. 

The oilheating industry is looking 
up, led by a revival of research and 
development. A primary ingredient in 
these fields is imagination, and Tri- 
State Pipeline Corporation deserves a 
very good mark. 
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Combustion 
spins 
two Ways 


The Double V ortex Chamber 
applied to Gun Burners 
provides 


an amazing Demonstration 


r I SHE STOCK in trade of most oil- 
burner inventors includes spectac- 
performance of 


their burner 


equipment the combustion 


} 


il lends itself to awe-inspiring 


ormances. However, something 


was added to the oilheating 
recently, when the proponent 
carried a 


new idea conven- 


pressure burner into a small 
ffice crowded with engineers and ex- 
ecutives, calmly gave the burner motor 
ind ignition transformer electric cur- 
rent from a wall outlet . . . and 
wound up with clean and complete 
combustion of No. 2 fueloil in sort of 
an oversized coffee can attached to the 
end of the burner’s gun tube. 
Here was something special indeed, 


the spectators of the demonstration 


realized; burning No. 2 oil in the open 
in a small room in the usual fashion of 
a pressure burner would do the interior 
decoration of the room no good, and 
might drive out any spectators. 

Yet here the spectators watched in 
comfort with no choking, no 
smarting of the eyes caused by oil 
fumes 

Accompanying photographs show 
the equipment which was demonstrated 
in this way. Nothing is special about 
the pressure burner itself; it’s described 
as “just another pressure burner, picked 
up, used anywhere 

In the photographs, as in the dem- 
onstration, two-thirds to three-quarters 
of the combustion occurs within the 
can arrangement. The rest of the com- 
bustion produces an intense flame jet- 
ting out of the can and burning for a 
short distance above it. 

In one of the photographs appears 
the man who made the demonstration 
which was just described. He is H. B 
McLendon, general manager of the 
Combustion Research Co., Studio City, 
Calif. This company’s activities include 
combustion and process engineering. 

The oversize coffee-can arrangement 
responsible for the unusual perform- 
ance of the pressure burner has been 
named the C-R (Combustion Research) 
Double Vortex Combustion Chamber. 

Combustion Research Company men 
have things like these to say about 
their Double Vortex: “It is not just an 


idea—years of effort have gone into 
its development. It is more than just 
another way to do something—it is a 
whole new concept—an entirely new 
art.” 

These enthusiasts go on to proclaim, 
“It is so different, so advanced, and 
has so many advantages, that we be- 
lieve it is destined to change the entire 
oilheating industry.’ 

To many oilburner men, “vortex” is 
not a familiar word. One dictionary 
gives this meaning for it: A mass of 
fluid, especially of a liquid, having a 
whirling or circular motion tending to 
form a cavity Or vacuum in the center 
of the circle, and to draw toward this 
cavity or vacuum bodies subject to its 
action; a whirlpool; eddy. 

The drawing shows the inner assem- 
bly of the Double Vortex, which is 
made up of three metal parts having 
shapes similar to cones or funnels. This 
inner assembly or part goes within an 
outer part, which is of cylindrical 
shape. Air pressure developed by the 
blower of the oilburner is between 
the two parts. The top of the arrange- 
ment is closed except for the center 
opening through which the flame 
emerges 

Units made so far have been de- 
signed for nominal air pressure, de- 
veloped by the blower in the burner, 
of 14” 


tested for blower pressure of .30 


water. New units are being 


” 


water down to possibly .18” water. 








In the drawing are two sets of air 
slots, designated on the right-hand side 
by an “A” high up, and an “A” half- 
way down. The blower pressure forces 
combustion air through these slots, 
which definitely direct this air down 
towards the bottom of the chamber . . . 
in a circular or tangential manner that 
makes the air wipe the inside wall of 
the chamber in the drawing. First, then, 
the combustion air goes ‘round and 
‘round, traveling down to the bottom 
of the chamber. 

Atomized fueloil from the burner 
nozzle goes into the chamber to the 
left of the “B” in the drawing. 
aimed 
slightly down and to the right,’ Mc- 
Lendon explains, “but this aiming is 
not at all critical.” 


“The atomizing nozzle is 


All this winds up with a mixture of 
combustion air and atomized fueloil 
traveling downwards and reaching the 
bottom of the chamber (location “C” 
in the drawing) . . but only after 
high-speed circling that includes many 
revolutions or turns. 

Centrifugal force, the result of the 
high-speed circling, keeps this mixture 
in the outer part of the chamber, 


labelled “D”. 


Travel Pattern 
Upon reaching the bottom, “C’, the 
mixture has to continue traveling. It 
is forced ahead by additional mixture 
coming in along the path the first 
mixture took. 
From “C’”, then, the only direction 


the mixture can travel is upwards, 


towards “F”, the outlet, where the pres 


sure is low. Going upwards through 
the center, from “C” to “F’, the mix- 
ture circles or rotates faster and faster. 
That's because the radius involved is 
less than the original radius 

The Double Vortex is described as 
a combustion chamber in which the 
atomized fueloil and the combustion 
air are mixed after ignition, preheated, 
and sent through circular paths 
all the while conditions are extremely 
conducive to combustion which is ex- 
ceedingly clean, complete, and effi- 
cient. 

The oil which comes out of the 
atomizing nozzle must travel fully ten 
feet, McLendon says, before it com- 
pletes its circling and emerges from 
the top of the Double Vortex . . . . and 
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that applies to the firing rate of 1.0 
gph. 

For experimental purposes, three 
sizes have been made: a) maximum 
diameter 444” for firing rates of .40 
to .65 gph; b) maximum diameter 6” 


for .65 to 


1.00 gph; c) maximum 


diameter 71,” for 1.0 to 3.0 gph. 

All three sizes are said to produce 
a reading of 14°% COs with zero 
smoke. 

Also tor experimental purposes, a 
Double Vortex unit of 32” diameter 
and 20” high was fired at the terrific 
rate of 160 gph . with the result 
that the entire unit formed, in effect, 
an atomizing nozzle in which the air 
and oil were prepared for combustion, 
and the flame outside of this unit rep- 
resented more than 90°% of the com- 
bustion process. 

H. B. McLendon speaks of heat re- 
lease rates within the unit as high as 
one to three million Btu per hour per 


cubic foot of combustion space. 


B. McLendon 


He says his Double Vortex unit 
seems to be a natural to work with a 
conventional pressure burner, the parts 
of which are already in production, 
excellent in quality and performance, 
and low-priced thanks to quantity pro- 
duction. 

However, the unit can work as well 
with a gun burner having an atomiz- 
ing nozzle of any type including low- 
pressure type, air-aspirating type, re- 
turn-flow type, etc. 

He does gain peculiar flexibility, in 
the way of his low firing rates, for a 
pressure burner... . by using nozzle 
pressure as low as 40 Ibs. He can do 
this and still obtain excellent combus- 
tion (149% COs and zero smoke), he 
says, because in the Double Vortex the 
fueloil is prepared thoroughly well for 
combustion by preheating it and mix- 
ing it well with red-hot combustion 
air; then the degree the oil is atom- 
ized by the nozzle, he says, becomes 


relatively unimportant. 


Advantages 

In trying to gain the interest of 
equipment manufacturers and oil com- 
panies, McLendon lists many advan- 
tages for his equipment, such as these 
As high velocity air cools the nozzle, 
nozzle coking is no problem at all . . 
the Double Vortex is small, light in 
weight, easy to make, and exceedingly 
inexpensive .... involved is a “10° 
re-circulation of products of combus- 
tion feature,” valuable but difficult to 
describe briefly’... . to make the flame 
pulsate has been found impossible, for 
the flame has none of the low-frequen- 
associated with 


cy sounds usually 


flames that can pulsate .. . . long-lixe 
for the metal of the unit is inherent, 
as a curtain of air protects the inner 
metal from flame heat the unit 
heats up rapidly following a cold start- 
up; its inner metal reaches maximum 
(from 
600° F. to 1400°F.) within 15 to 30 


seconds after a cold start-up. 


or equilibrium temperature 


That the unit is silent in operation 
cannot be said; the flame-sound as- 
pects can be improved, are being 
worked on. That's frankly admitted 

The sound the flame makes did not 
detract much, however, from the 
amazement of the men who saw this 
unit firing in the open in a crowded 


office. 
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New England Institute meets 


during biennial Exposition 


EARLY 100 exhibitors occupied 
N virtually all available space on 
the mezzanine floor of the Statler Hil- 
ton Hotel, Boston, June 6 to 8. The 
occasion was the 1961 Biennial Eastern 
Exposition of Oil Heat and Aircon- 
ditioning, sponsored by the Oil Heat 
Institute of New England. 

The Institute took over the entire 
mezzanine area in the hotel. In this 
relatively compact, yet completely ac- 
cessible space, exhibits were shown 
off to their best advantage. There was 
plenty of room for the crowds that 
did assemble, yet no exhibit was more 
than a few steps away. Furthermore, 
just about every booth had unimpeded 
access and each display was clearly 
Attendance was 
over 3,000. 


visible. something 

The scope of the exhibits ran from 
complete burner lines, such as Sun- 
Ray, Hayward and Carlin, to complete 
lines of burners and units, such as 
(both 


boiler and warm air divisions), Crane 


those Burnham 


displayed by 


(including National-U.S.), Delco, Iron 
Fireman, Quiet Automatic, Silent Au- 
tomatic, H. B. Smith, Stewart-Warner, 
Thatcher, Toridheet, V & E, Weil-Mc- 
Lain, Oil-O-Matic and York-Shipley. 

Leading accessory manufacturers also 
were represented. Some of these were 
exhibiting under their own names, 
others under the name of their local 
or regional representatives. Included 
were: American Tube; Bell & Gossett; 
Bridgeport Cash _ Valve; 
Commercial Filters; Delamater; Duc- 


Chemical; 


Pac, Econo; Farris; Field Control; Gen- 
eral Filters; General Fittings; Johnson 
Degree-Day; Kleen Air; Mastercraft; 
McDonnell & Miller; Metalbestos; Oil 
Equipment Mfg.; Philly Rapid-Tite; 
Pullman; Scully 


Sundstrand 


Purolator; Signal; 


Slant / Fin; Hydraulics; 
Taco; Time Saving Fills; Watts. 

Major oil companies were repre- 
sented by Gulf, Mobil and Sun. And, 
Lockheed displayed for the first time 
its computing register for fueloil. 


Metromatic displayed its Waterair 


oilfired furnace with built-in hot wa 
ter heater; Carborundum showed its 
Fiberfrax ceramic fiber material for 
combustion chambers; Johns-Manville 
demonstrated the use of its Cerafelt re- 
fractory fiber felt for combustion 
chambers 

There were institutional exhibits, 
too, including the National Oil Fuel 
Institute Insurance Trust and the Treas- 
ury of Advertising displaying printed 
literature for dealer members. 

All in all, 


representative sampling of manufac- 


it was a good show A 


turer exhibitors in general revealed 
satisfaction at the attendance and the 
response 

On Wednesday, June 7, the Oil Heat 
Institute of New England held its 
annual meeting. It took place in the 
Statler Hilton Hotel at 2:00 P.M. and 
opened with a report by C. B. Stone, 
Sr., president. He described the me- 
chanics of the affiliation of the Insti- 
tute, the Independent Oil Men’s As- 
sociation, New England Fuel Dealers 
Association and the Better Home Heat 
Council. All four organizations are 
operating independently, housed in the 
same offices and three of them have 
consolidated administration. 








SULLA 


Flow Control 


meemuTes 


Stone was re-designated interim 
president at a meeting of the Institute's 
board of directors, as were his fellow 
officers. They are: George F. Corsiglia, 
Ist vice-president; Wat H. Tyler, 2nd 
vice-president; Clarence H. Fay, sec- 
retary-treasurer. 

Clarence H. Fay in his secretary's re- 
port revealed that the Oil Heat Insti 
tute of New England now has 553 


members, with 14 new members. 


FARRIS COMAUSTION COMMIS 
ae ? 


Hollis 
director, reported on the OHI Service 
School, 


Farrow, Institute education 


revealing that the last group 


of schools was probably the most suc- 
achieved, 


cessful ever held. This was 


Farrow pointed out, despite some very 


severe weather conditions. 


Farrow also announced a proposal 


to hold course in heavy oil at the 


Springfield Vocational High School. 
The course will have facilities for about 


tuition will be $60 and 


the course will 


20 students, 
take place for two 
weeks during August. Details can be 
secured from Farrow at the Institute 


office, 330 Stuart St., Boston. 
Concluding speaker on the program 

was Everett Elliott, newly-named chair- 

National Oil Fuel 


Institute. He outlined the steps already 


man of the board, 


taken to effect the organization of 


this national “one roof” organization. 

One of several meetings held during 
the three days of the Exposition was a 
luncheon held by Silent Automatic Di- 
Fireman. The luncheon 


vision, Iron 


meeting was held for Silent Automatic 
representatives and outlets throughout 
New 


address by Jack Jordan, vice-president 


England and featured a short 
and general manager of Iron Fireman's 
Heating and Cooling Division. 

He called for a return to sales fun- 
damentals and expressed confidence in 
Automatic 


the ability of the Silent 


Organization to continue its sale of 
quality equipment at a premium price. 
He cautioned that price cannot be 
substituted for selling 

Better continued, 


should be 


marketing program, to include adver- 


selling, Jordan 


translated into a general 
tising and other promotion to build 

image. Oilheating, he 
should be 


fine, quality 


better industry 
concluded, a status symbol; 
oilheating installations 
will help to make it so. Also, to nail 
down the replacement market, the 

dustry should undertake a program to 
convince the public to trade-in old 


oilheating, the same as they do cars. 
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‘ — On March 15 the staffs of the three 

One Roof in New England organizations transferred to larger 

quarters in the same building. Shortly 

after, the Better Home Heat Council 

moved into the same office to complete 

the amalgamation of the four groups 

Clarence H. Fay (left) functions as 

executive secretary of the IOMA, OHI 

of NE and NEFDA, coordinating and 

administering the activities of the three 

organizations. Frank H. Leslie (right) 

iS assistant secretary for the same three. 

Elsewhere on this page are pictured 

other members of the staffs of the 

various organizations, with brief de- 

scriptions of their specific assignments 

At present each of the four groups 

involved continues as a separate or- 

ganization, and, at least for the time 

Lestie being, this will be the order of the 

day. The affiliation in effect has housed 

all under one roof, with a concentra- 

N FEBRUARY | of this year, the offices as the Oil Heat Institute of tion of administrative responsibility 

O Independent Oil Men's Associa- New England and one other organiza that certainly should contribute to ef- 
tion of New England moved into 330 tion, the New England Fuel Dealers fective and efficient operation. 

Stuart St., Boston, to occupy the same Association 


— OHI of NE — — JIOMA — 


Farrow Butcher Berube Sullivan Powell 


Hollis L. Farrow has been associated with the OHI Service School for the past five Louise Sullivan is the associate editor of 
years. During the last few years he has been directly responsible for its operation. The the “Yankee Oilman’’, the monthly publi- 
last series of schools was the most successful ever, despite some very severe weather cation of the IOMA; Fran Powell in her 
conditions. Thelma Butcher is currently responsible for office duties pertaining to the duties at IOMA looks after accounting, 
OHI and Elsie Berube has been associated with the OHI Service School for six years. convention tickets, secretarial duties. 


Robert E. Cullen was appointed managing 

director of the Better Home Heat Council 

when it was formed in 1955. He has 

drawn on his 32 years in the fueloil in- 

dustry to organize and operate this fuel- 

oil-oilheating promotional group. For the 

past year-and-a-half Joseph P. McEnaney 

has worked as public relations director for 

the Council. Previously he had been with 

the Massachusetts State Police for 21 

years, 11 of them as public relations 

officer, Department of Public Safety. Mary 

A. Gorden acts as secretary to Bob Cullen. 

Dorothy Hastines handies office duties for 

the New England Fuel Dealers Associ- 

tion, an organization whose members pri- 

marily are coal dealers, although most of . 
them also operate fueloil delivery trucks. Cullen McEnaney Gordon Hastings 
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Sharing 
the Load 


at Economy 


Department Heads as equal 
Partners of Roy Lindsay 


make strong Team 


N THE MEETINGS of the North- 
. Regional Advisory Committee 
the quality of individuals in the mem- 
bership is naturally high—they were 
chosen that way since there was a dif- 
ficult job to do in building unusually 
strong cooperative funds for advertis- 
ing promotion and equipment allow- 
ances. As a result of their hard work 
and guidance the states of Washington 
and Oregon have the country’s most 
vigorous oilheating support programs 
considering the size of their markets 

This short story is about Roy Lind- 
say, one of the members of that com- 
mittee who has impressed the editor 
as being level headed, forthright and 
generally fruitful. Actually he is chair- 
man of the subcommittee that seems 
to inherit the rough assignments that 
now and again are handed out by the 
general committee chairman Mose Vin- 
ing of Seattle. 

The subcommittee under Lindsay 
was first activated five years ago to 
study the special needs of “emergency 
areas where competitive fuels seemed 
to have gained the upper hand. Upon 
his recommendation these particular 
communities were given, usually, twice 
the degree of promotion thought ne- 
cessary for most areas. 

Then in 1958 when gas and electric 
utilities were going pretty strong in 
subsidizing the cost of their equip- 
ment installations, by direct or indirect 
means, the Northwest committee de- 
cided oil should do-something along 
these lines to hold position. Lindsay’s 
subcommittee was asked to study all 
possibilities and come up with a “how”. 
The present successful Equipment Al- 
lowance Program (called EAP) is the 
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outgrowth after two or three pilot 
tests with other approaches. 

Lindsay has held a variety of indus- 
try posts . president Portland Fuel 
Dealers Assn. in 1957, president OHI 
of Oregon in 1958, Oil Heat Man of 
the Year in 1959, and recipient of the 
OHI ‘Igniters Award” in 1960. 

While at Portland in May the editor 
visited Lindsay at Economy Oil Co., of 
which he is president and general 
manager. This company in 13 years 
has become pretty good sized, especi- 
ally in the heavy oil field. Its seven 
million gallon volume of PS300 and 
PS400 (No. 5 and 6) makes it Rich- 


tield’s largest heavy oil account in the 


Partners at Economy Oil . . . Roy Lindsay, 
seated, is president; standing, from left, 
William C. Neiger, sales manager, J. E. 
Bland, manager internal operations, cred- 
its, dispatching and such, Charles H. 
Montgomery, manager fleet operations. 


Northwest. Then Economy has 2% 


million gallons of light oils. 





Truck fleet includes five tendem transports, 5,500 gallons each, seven light oil 
delivery trucks and two Volkswagens for servicemen. The other photo shows a 
scooter donated to the Coast League ballpark. 


Nothing does it 





- Fiat 


Don Ri n Co. 
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Che physical operation of the com- 
pany is not too different from other 
good ones, but there is an interesting 
personal angle in the structure. Lind- 
say Owns just a fourth of the company; 
he has three equal partners who are in 
charge of departments. It makes quite 
a team, and Lindsay says that in the 13 
years they have never had a disagree- 
ment serious enough to have stayed in 
his memory. 

Partner William C. Neiger is sales 
manager for all products covering both 
oil and cilburning equipment. Actually 
the company only started selling oil- 
heating a year ago, to get in on the 
best feature of EAP. They have sold 
just 24 jobs but Neiger is proud to 
record that they got 23 of them for oil 
accounts. They sell Hart and Mueller 
oil units. 

Partner J. E. Bland is manager of 
all office operations, accounting, cred- 
its, also automatic delivery and dis- 
patching. 

Partner Charles H. Montgomery is 
operations or fleet manager. The com- 
pany owns five transports, truck and 
trailer tandems, capacity 5,500  gal- 


lons. Four of these haul heavy oil, one 





(‘his letter came in during the visit: 
May 11, 1961 
To all you nice people at Econ- 
Oil Co. 
As a new customer I had to drop 
ua few lines to tell you hou 
pleased we are with the service you 
ave given us. 
From the man who answered the 
ne, who was so pleasant and ex- 
plained services, etc., to me. The 
entleman who filled the tank. Mr. 
illen, who cleaned the furnace; 
Van, who adjusted the darn thing. 
last gentleman who was here to 


1a just the fan. 


This being our first experience 


an oil 


furnace, I feel secure 
at everything 1s in working order. 

We plan on having the new firebox 

put in during August. 

I have never written a letter like 

is before, so don't think you have 
‘Kookie” 

uv all to know hou pleased we are 


with Economy Oil Co. 


customer, just wanted 


Thank you, Mrs. J.C.H. 











light oil. Then there are seven trucks 
for home deliveries of light oils. The 
Company's own garage maintains the 
trucks. 

Del Montgomery, a brother, is the 
service manager, with three good men 
and two Volkswagen trucks. The aver- 
age customer's service billing is only 
$10 a year, with everything on a call 
basis except summer overhauls which 
are also $10. The average residential 
volume of 11-1200 gallons a year helps 
hold down the costs. 

The Company has no regular pension 
plan but for key employees of long 


standing an unusual procedure is work- 
ing. They buy bonds in this person's 
name to be given him at retirement. 
These are ‘expensed’ for tax purposes. 
If the man leaves ahead of time or is 
discharged he gets only the original 
values of the investments, not the 


increment from interest. 


or growth 
This is a strange tax credit possibility 
but obviously is OK. 

By way of promotion for the busi- 
ness, Lindsay is sponsoring this summer 
the world’s softball team coming to 
town for a nine-day contest in August 
Portland is a great softball town 


Northwest Distribution differs 
from other Areas of the Country 


Edit. Note—This is a brief conden- 
sation of a chart talk by the Editor 
at the annual convention of the Pa 
cific Coast oilheating group at Port- 
land in Ma) 


| 'S MAKE some comparisons of 
the Pacific Northwest with fuel- 
oil operating conditions in the coun 
try as a whole. You've always gone 
in for what we might call “the most.” 
With the highest wage rates in the 
country in both the oil and equipment 
fields, along with the smallest average 
annual gallonage, and the widest fluc- 
tuations in degree days, you have had 
the largest average margins. Yet with 
those other handicaps, your profits 
on a gallon are lower than is typical 
over the country. You actually need 
higher average margins, it seems. 

You have the toughtest competitive 
situation if we measure it by the des 
perate need of each fuel to take all 
or most of the business. You have 
stepped up to this fight just as most 
everyone knew you would. Your re- 
finers supply 15 points per gallon, for 
advertising and equipment allowances. 
This is 12 times the rate that Eastern 
refiners have used in the NFC cam- 
paigns of recent years. As fueloil dis- 
tributors you have been doubling the 
Eastern rate, except for isolated in- 
stances, without counting what you 
put into equipment allowances your 
selves. 

This is enthusiasm, this is drive . . 


with blood letting, but it’s needed. If 


distributors were not even considered, 
the refiners alone would have to treat 
this country differently from the rest 
of the states because if they lose the 
distillate demand here there’s nowhere 
else to send it and they can’t very 
well afford to reduce the runs because 
of the investment 

Isn't. it interesting that the gas peo 
ple are in about the same fix. I well 
remember a convention here in Port- 
land where one of the key speakers 
was vice-president of a local gas com 
pany. He was a good friend of the oil 
crowd because the gas plant was one 
of the very few in the country making 
a straight oil gas, so they had been 
buying a lot of oil 

But now the man came to tell us 
about the new pipeline that was just 
about to appear coming over the hill 

The startling thing that this gen 
tleman said was that when the pipe 
was all completed they would be sell 
ing the gas pretty cheap at the start 

. . probably a little below their cost 
because they had to get a load “real 
quick” to pay the interest on the bonds. 
After that, he reassured us, they would 
move the prices up so we wouldn't 
have to worry too much about gas 
competition 

Your electric heat people are obvi- 
ously not under that kind of pres- 
sure. They just want to sell something, 
and they pretty well do it. 

Let's look at a few charts to see 


how some of your characteristics com- 
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pare with the total U.S. The first one 
is rather odd in your competitive re- 
sults but you can see that it’s odd in 
the right direction for you. You almost 
equally divided the installations with 
gas and electric heating. Your 32% 
for oil compares with the U.S. 28%. 
But notice how gas took such a slice 
in the whole country, and electricity 
so little. Between you and the electric 
boys the gas people must have had it 
tough, although these ratios would in- 
dicate that the great popularity of 
electricity had a lot to do with it 

The second chart measures your 
size characteristics. Your companies 
are bigger in number of customers but 
the number of gallons bought per cus 
tomer is much smaller. The company 
size is a reflection of the early exclu 
sive franchise days out here. 

The third chart brings us back to 
the competitive situation again. You 
typically had more losses to other fuels 
so that your net increase in the num- 
ber of users was 13 per thousand cus- 
tomers on the books compared to the 
total country’s 18. Now when you rec- 
ognize from the first chart that you 
had a better percent of total installa- 
tions for oil, and now see that your 
net gains in oil users are at a lower 
rate than the country as a whole, there 
is only one answer. The other folks 
took a larger share of their total in- 
stallations away from this group than 
they did in other areas, again reflect- 
ing their desperation. 


Replacements above Average 

Again, a larger share of your instal 
lations last year were replacements of 
old oilheating rather than creating 
new oil customers. Your replacements 
were 48% of the total sales compared 
to the country’s 41%. 

Now let’s compare a few costs 
This fourth chart shows that in the 
1959-60 heating season you paid oil 
drivers $2.65 compared with the na 
tional average of $2.22. Before some 
one rises to say that’s too low for theit 
city, like Portland or Seattle, let me 
explain that this covers every size of 
city in the two states of Oregon and 
Washington, although naturally not 
every market. The same is true of the 
“All US.” figure. They're not figures 
to use in labor negotiations but they 
do reflect an accurate comparison. On 


the service wages the same applies. 
Your average Northwest rate of $3.65 
compares with $2.84 US. average. 
We have often shown in our pub 
lished studies that wage rates are a 
very close reflection or index of total 
operating costs. This fifth chart dis- 
closes that your cost per gallon, of all 
D¢ 


expenses, is 3.72 and the whole coun 


try finds it to be 2.96¢, again for the 


1959-60 season 
Your typical profit is lower 


And your margin is not that much 
more, so you take a profit shrinkage 
from the 1.17¢ national average down 
to .97¢ before income taxes. All we 
can conclude from this chart is that to 
have the national average profit you 
needed more spread, pushing either up 
or down. Your operating costs are not 
easy to shrink because of the wage 
situations that we saw, the average 
small gallonage per customer, and the 
wide fluctuations you often get in the 
seasonal usage due to weather. 

One point may bring improvement 
over the years. Your trucks are small 
but they're slowly moving up. This 
next chart shows it. Counting all thosc¢ 
now on the streets your typical or av- 
erage capacity is 1,482 gallons com 
pared with the nation’s 1,716. And 
those you bought since last Septem 
ber came to 1,746 gallons while in 
the whole country they bought a 1,999 
gallon size. Your purchases this yeat 
just catch up with the old national 
average. We have found through the 
vears that within sensible limits the 
larger truck operates cheaper, partic 
larly as wages keep climbing. Every 
extra trip to the bulk plant is blood 
money these days 

This final chart puts the halo back 


on your head. In your battle with other 


fuels your advertising outlays are a 
good measure of your determination 


1 


to sell. You spent $2.43 in advertising 
for each customer on your books, and 
out of this 58¢ went into the cooper 
ative promotion. It compares with 
$1.87 and $ .37 respectively, for the 
rest of the country 

I have often sensed that the larger 
size of companies and the remoteness 
from Eastern operating areas have 
tended to create some unusually strong 


and competent individuals to lead 


your group in these more difficult 
days. Without them you would have 
been in far worse shape, I'm quite 
sure. 

I've watched some of your leaders 
propose these increasing advertising 
budgets and the various stages of your 
Equipment Allowance Program to a 
group of individuals from the major 
almost 


companies and leave them 


dazed with the impact. After an op 
portunity to digest all the considera 
tions and to convince their associates 
back home, these supplier men have 
been at least as enthusiastic as_ the 
distributors who proposed the pro 
grams. The only difference was that 
the distributors were amazed earlier. 

It's pretty safe to predict that your 
Equipment Allowance Program will 
not be duplicated in the Eastern re 
gions nor the Midwest. There is con- 
siderable talk of the oil companies 
supplying the tanks, but no one yet 
knows how to work it 

To put the whole thing simply, 
your local refineries and your com- 
petitive gas pipe are in more desperate 
circumstances for survival than are 
others over the country. It is clearly 
your promotional campaigns of the 
various types and sizes that have so 
well preserved this market. I don't 
think there's going to be much pres- 
sure to shrink them, and I don't think 
your position will deteriorate farther 
as long as you have leaders like those 


of this generation 





1960 INSTALLATIONS 
OF AUTOMATIC HEATING 


PACIFIC TOTAL 
NORTHWEST U.S. 





OIL 32% 28% 





GAS 35% 65% 
ELECTRIC 33% 7% 
TOTAL 100% 100% 











July 
” 1961 

















NORTHWEST COMPANIES ARE LARGER 
CUSTOMERS USE LESS OIL 


SEASON 1959-60 


PACIFIC TOTAL 
NORTHWEST U.S. 





AVERAGE NUMBER 
CUSTOMERS 
PER DISTRIBUTOR 


2,582 1,512 


GALLONS PS200 
(No. 2) PER CUSTOMER 


1,122 1,623 




















GAINS AND LOSSES 
per 1,000 Present Customers 
PS200 (No. 2) Oil 


PACIFIC TOTAL 
NORTHWEST U.S 


GAINS 31 GAINS 32 
‘Ht YU, 
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HOURLY WAGE RATE 
All Sizes of Cities Combined 


NORTHWEST TOTAL 
PACIFIC U.S. 





OIL DRIVERS $2.65 $2.22 


SKILLED 
SERVICE MEN $3.65 $2.84 








ap 
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TRUCKS ARE SMALLER 


PACIFIC ALL 
NORTHWEST U.S. 





AVERAGE SIZE 
NOW IN USE 
GALLONS 


1,482 1,716 


BOUGHT DURING 


THIS SEASON 1,746 1,999 





i —————— 





TOTAL OPERATING COSTS 


NET PROFIT BEFORE TAX .97 1.17 


Seeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee 


LOCAL ADVERTISING By FUELOIL DISTRIBUTORS 


PER PRESENT CUSTOMER OF PS200 (No. 2 OIL) 


TOTAL ADVERTISING 


OF THIS, CO-OP CAMPAIGNS GOT 58 37 


PERCENT OF COMPANIES 
PARTICIPATING IN CO-OP CAMPAIGNS 


COSTS & MARGINS 
PER GALLON PS200 (No. 2) 
SEASON 1959-60 


PACIFIC TOTAL 
NORTHWEST U.S. 


3.72¢ 2.96¢ 


4.69¢ 4.13¢ 


PACIFIC ALL 
NORTHWEST U.S. 


$2.43 $1.87 
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Meenan Oil Co. Drivers 
praise Computing Register 


F°; THE FIRST TIME there is avail- 
able to the fueloil industry a com- 
puting register adaptable to all princi- 
pal styles of truck meters . . . this was 
described in the advertisement and the 
New Product department of the June 
issue. Knowing that the preliminary 
field testing during the past 18 months 
had been done through cooperation of 
Meenan Oil Co., Levittown, Pa., the 
editor arranged to talk with some of 
the drivers who had operated the trucks 
equipped with these registers 

Meenan Oil Co. was particularly in- 
terested in the new product because 
its president, William F. Kenny, Jr., 
had tried for ten years to interest some 
manufacturer in producing the item 
and finally through personal acquaint 
ance was able to get the ear of Lock- 
heed Electronics Co., Metuchen, N.J., 
subsidiary of Lockheed Aircraft Corp 

There were problems in the earliest 
experimental models, mostly having to 
do with certain materials in component 
parts failing under high speed condi- 
tions needed for fueloil delivery 
the units are required to perform on 
tests accelerated to 700 Gpm. In these 
instances other materials were devel- 
oped during the first winter season 
with the result that in the past winter 
under severe delivery conditions there 
was no malfunction and the register 
was considered ready for the market 

The Meenan drivers are enthusiastic 
They save work, naturally, in not hav- 
ing to extend the former style tickets 
even though they had complete price 
charts including tax calculations. But 
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they could make mistakes, and this way 
they can’t. They figure they save about 
a minute per stop, although Fred 
Barall, fleet supervisor for Meenan, 
estimates the saving at 15 minutes a 
load. These are 4,800 gallon dual- 
equipped trucks with two men, so they 
certainly cost upward of 15¢ a minute 
to operate which would figure the sav- 
ing at $2.25 a load. 

[he drivers are pleased for another 
significant reason—the customers like 
the new deal very much. The company 
made no announcement when _ the 
change was made, simply because only 

few trucks were being equipped at 
the start. So the customers first noticed 
that the ticket was a different size and 
color, and then they saw that the whole 
bill was figured out, and the ticket was 
actually the invoice. 

Oddly, one thing that made the cus- 
tomers happy was that the new regis- 
ter figured the price right down to the 


tenth of a gallon. The former method 





Meenan driver Carl Rumpal, on right, and 
John Krommes, assistant driver, insert 
tickets in the computing registers on 
dual-equipped truck. They're quite happy 
with the whole idea. 





= | PS 
Fleet supervisor Fred Barall who says the 
registers save 15 minutes a load. 


used half cent breaks and some had 
believed that they always seemed to get 
over the midpoint and be charged for 
a full gallon. 

Back in the Meenan office when the 
manifold tickets come in—one copy 
having been left at the house—the 
work load is very much reduced. The 
meter register has not only calculated 
each individual transaction for the cus 
tomer but has also carried totals on 
gallons delivered, tax accumulation and 
total dollars. There need be no check- 
ing of tickets because they're sure to 
agree with the total and the drivers 
couldn't have made mistakes. 

There are interesting side features to 
the register. For example where a com- 
pany serves homes in some areas that 
require a tax and others that do not, 
separate colors are used, the one having 
a built-in notch that guides the regis 
ter to skip the tax. Again where the 
truck may serve a commercial account 


large enough to earn a discount the 


7 pits 
} = SENAN OIL 

4TROLEUM PRODUCTS 
TERMINAL 


gAN Mp 





Delaware River terminal extends right up 
to the four-track main line of the Penna. 
RR., ideal for a good sign. At left is 
William Henwood, vice-president Meenan 
Oil Co., and general manager of its Penn- 
sylvania and New Jersey operations. 
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meter register also figures that, guided 
by another notch in the manifold tick- 
et given the driver at the office. In a 
similar way bracket pricing is auto- 
matically considered, such as the com- 
mon half cent difference in some mar- 
kets where a large or small tank is 
served 

It is possible to pre-set the register to 


stop delivery at a set gallonage. 


At a New York meeting of oil 
equipment distributors in early June 
sales and service policies were discussed 
as well as the cost of the registers. The 
highest list price is $594 and this in- 
cludes both the tax computor and the 
preset counter. The lowest list is $496 
without either of those features. In-be- 
tween prices includes one or the other 


feature. 


Survey reports on crude oil 
and natural gas Reserves 


ees NATION'S estimated proved 
recoverable reserves of liquid hy- 
drocarbons and natural gas increased 
to the highest level ever in 1960 al- 
though a slight drop from the previous 
year's record peak was noted in crude 
oil reserves, according to annual re- 
ports issued by the American Petrol- 
el institute and the American Gas 
Association 

Increases were also noted in _ the 
production of total liquid hydrocar- 
bons and natural gas. Crude oil pro- 
duction showed a small decrease 
Proved reserves of oil and natural 
gas are those which experience indi- 
cates can be recovered by production 
nethods now in operation. They do 
not include oil in unproved portions of 
partly developed fields, or in  stratas 
favorable to the accumulation of oil, 
but as yet untested 

Highlights of the 1960 report, cov- 
ering the calendar year ended Decem- 
ber 31 and representing estimates of 
the reserves committees of the two 

de associations, are as follows: 

Crude oil reserves: 31 billion 613 
million barrels, down 106 million from 


1959 


Natural gas liquids reserves: 6 bil- 


lion 816 million barrels, up 294 mil- 


lion over the previous year; 


Total reserves of liquid hydrocar- 


bons: (crude oil and natural gas 
liquids): 38 billion 429 million barrels, 
an increase of 188 million over 1959; 

Production for the year 1960 was 
estimated as follows: 

Crude oil: 2 billion 471 million bar- 
rels, a decrease of 12 million from 
1959: 


Natural gas liquids: 431 million 


barrels, up 46 million from the previ- 
ous year; 

Total liquid hydrocarbons: 2 bil- 
lion 902 million barrels, an increase of 
34 million over the 1959 figures 

Extensions and revisions of previous 
estimates covering pools and fields 
discovered prior to 1960 account for a 
large part of the increase in total liquid 
hydrocarbon reserves, as in other years 

Estimated reserves and production of 
natural gas for 1960 were: 

Reserves: 263 trillion 702 billion 
cubic feet, up 1 trillion 106 billion 
from the previous year; 

Production: 13 trillion 90 billion 
cubic feet, an increase of 650 billion 
cubic feet over 1959. 

No field of any consequence, whether 
oil or gas, is ever fully developed dur- 
ing the year in which it is first dis- 
covered. For this reason, initial reserve 
estimates of newly discovered reser- 
voirs are generally small in comparison 
to the reserves later developed in the 
same field through further drilling. 





Reserves 
Crude Oil 
Natural Gas Liquids 
Total 
Liquid Hydrocarbons 
Natural Gas 
Production 1959 
Crude Oil 


Natural Gas Liquids 
Total 


Natural Gas 


Reserves 


Crude Oil 

Natural Gas Liquids 
Total 
Liquid Hydrocarbons 


Natura! Gas 





31,719,347,000 
6,5 22,308,000 


38,241.655,000 
(Thousands of Cubic Feet) 
262,596,593,000 


2,483,315,000 
385,154,000 


Liquid Hydrocarbons 2,868,469,000 
(Thousands of Cubic Feet) 
12,440,628,000 


3,999,269,000 
(Thousands of Cubic Feet) 
26.605,336,000 
(Thousands of Barrels of 42 U.S. Gallons) 


Comparative Reserves and Production 
UNITED STATES 


Change 1960 


December 31,1959 December 31, 1960 vs. 1959 


(Barrels of 42 Gallons) 
31,613,211,000 —_ 
6.816,059,000 


106,136,000 

293,751,000 

38,429,270,000 187,615,000 

t-1,105,627,000 

Change 1960 

1960 vs. 1959 

(Barrels of 42 Gallons) 
2,47 1,464,000 
431,379,000 


263,702,220,000 


11,851,000 
46,225,000 
2,902,84 3,000 34,374,000 


649,822,000 
Change 1960 


13,090,450,000 


CANADA 

December 31,1959 December 31, 1960 
(Barrels of 35 Imperial Gallons 
which are Equivalent to Barrels of 42 U.S. Gallons) 
3,497,124,000 
502,145,000 


vs. 1959 


3,678,542,000 
538,521,000 


181,418,000 
36,376,000 
4,217,063,000 217,794,000 


30,.674.052. 000 +-4,068,7 16,000 








Changes in 
Proved Reserves 
Proved Reserves due to Extensions in new Pools in 


Proved Reserves 
discovered in 
new Fields and 


Estimated Proved Reserves in the United States 


Proved Reserves Changes in 


Reserves 
during 1960 
(—) 106,136 


Production as of 
during 1960 12/31/60 
2,47 1,464 31,613,211 


old Fields 
in 1960 
253,856 


as of and Revisons 
12/31/59 during 1960 
Crude Oil 31,719,347 2,111,472 
Natural gas 
Liquids 
Liquid 
Hydrocarbons 


6,522,308 603,621 121,509 431,479 6,816,059 293,751 


38,241,655 2,715,093 375,365 2,902,843 38,429,270 187,615 
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Island City of Victoria, B.C., 


may get Gas under the Water 


QO* OF THE MORE interesting 
cities of North America is Vic- 


toria, B.C. Situated on an island off the 
western coast of Canada it enjoys a 
particularly favorable climate that has 
caused it to become known as a City 
of extraordinary gardens, and in fact, 
it is very colorful in a variety of ways. 

Victoria has only 35 inches of an- 
nual rainfall compared to Vancouver's 
75 inches just across the strait. This 
past winter only two days saw the 
temperature dip to 32°. It's a popular 
retirement spot, particularly for folks 
in comfortable circumstances like those 
who permanently reside in the ivy 
covered Empress Hotel with its old- 
world setting. 

There are ferries from the mainland 
and from some USS. spots of the Puget 
Sound region; planes from Seattle take 
under an hour although you have to 
go 17 miles north of town to find 
enough level land for a strip. 

The fueloil industry of Victoria has 
had things pretty much in its favor 
up to the present. Electric heat is much 
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too costly although about one per cent 


of homes use it. There has been no 


gas, so four-fifths of the 50,000 homes 
in the city and the general metropoli- 


tan are< 


heat with oil. There is about 

million gallons annually of stove 
oil business, essentially for space heat- 
ers, and 20 million of furnace oil (PS 
200 or No. 2) 


Oddly, the average consumption of 
either stove or furnace oil is 800 gal- 
lons in a season, which substantiates 


the banana belt” reputation. Of 


course, those are Imperial gallons and 
about 960 U.S 


represent gallons 


[here's a provincial tax of %é¢ on 
either oil, so every dealer’s volume can 
; 


- ; 
be public information 


Up until last year new oilheating 


installations were running 1.500 a 


year but there came a severe slump 


in new home building so only about 
800 jobs went in during 1960. The 
slump is now easing so this year looks 
better. However, there are no large 
development builders in the market, 


and the typical good operator will 


construct 20 a year. Just about half 
of new oilheating equipment is sold 
and installed by oil companies, slightly 
favoring Canadian 
US 


equipment Ovel 


The threat of natural gas compe 
tition is very real to some of the fuel 
oil distributors while others yawn and 
say they've got to see it to be con- 
vinced. Certainly a lot has been done 
to make it possible .. . up to a point 
The B.C. Electric Co. of Vancouver, 
which sells gas too in that market has 
planned a line, or lines, to Victoria to 
be laid on the bottom under the Strait 
of Georgia. More than planning, it has 
gotten the necessary government clear- 
ances for the project. The line would 
be about 95 miles long, most on land 
but there would be one 15 mile stretch 
of water plus other shorter water seg 


ments between islands. 


Three small Lines 


The Strait is rather turbulent with 
tides, so a single rigid line is not in 
prospect. Rather the program calls 
for three smaller lines of flexible pip- 
ing to be laid down by one of the 
ships that lay ocean cables. The esti- 
mated cost of the line is 20 million 


dollars and thereby gives courage to 
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those oil men who think it’s all a 
pipe dream. With a quarter million 
population in the whole Victoria re- 
gion they don’t think enough gas can 
be sold to make it pay. One dealer 
pointed out that a large cement mill 
long the Strait above the city spent 
three-quarter million dollars last year 
on a fueloil burning installation, and 
he is convinced that if they had ex 
pected natural gas soon they would 


have put off the new burners to have 


look 


Gas Rates 


\s to rates the line planners are 
ottering 44¢ at the Victoria city gates, 


but naturally they need industry for 


balance so might offer most anything 


in that direction 

The editor's host and very pleasant 
uide for the Victoria excursion was 
Wilford Green, district fueloil sales 
representative for Shell Oil Co., Vaa- 
couver Division. He also handles gov- 
ernment assignments since Victoria is 
the capitol of B.C. rather than the 
larger Vancouver over on the main 
land. This point was settled in the 
ast century by Queen Victoria who 
was pleased that they had named the 
town so intelligently. 


he first visit was to John Skillings 


Proposed natural gas pipeline from the 
mainland under the Straight of Georgia 
to Victoria located on Vancouver Island. 
Some local oil men doubt that it will 
ever be built although the B.C. Electric 
Co. has Government clearance and fi- 
nancing assured. The only important 
question is whether there’s enough popu- 
lation around Victoria to make it a sure 
success, considering deep water problems. 


of Victoria Van & Storage Co., a Shell 
marketer who also is president of the 
OHI of Victoria. The local association 
has 16 members, all in the fueloil busi- 
ness, out of a possible 22. There's an 
advertising campaign for which they 
raised $10,000 this year, although they 
don't get it matched in any way by 
suppliers. They're building public ap 
preciation for oil heat just in case 
any body before 
competition breaks in. Skillings’ com- 


needs convincing 


pany sells more stove oil than furnace, 
using a two-week route system. 

The other Shell dealer visited was 
W. G. Jeanes, sales manager of W. R 
Menzies & Co., Ltd., with a large im 
pressive showroom in the main busi 
handling Oil-O-Matic, 
Ray and Cleaver-Brooks burners and 


ness section, 


units. An affiliated segment called 


Menzies Service, Ltd., sells oil, No. 2 
only. The impressions of the market 
as outlined were gained from the three 


gentlemen mentioned 


Majors buy Mortgages 


In talking of Shell's activities, of an 
unusual nature so far as the US. in 
dustry is concerned, there appears to 
be two types of financial assistance to 
the consumer to stimulate business. 
Some competitive suppliers have some 
what similar programs. The Company 
will finance second mortgages to help 
in buying new homes, up to a maxi 
mum of $1,200 and for a period not 
over seven years. It also will provide 
funds to handle five year equipment 
payouts on monthly installments. 

The second mortgage deal helps 
the builder or buyer to avoid skimp 
ing on the last minute refinements 
such as good oilheating equipment; 
also it helps get over the hurdle of 
the down payment. The rate is usually 
634°¢ but it can be higher if the 
first mortgage rate is greater. On the 
five year equipment purchase the rate 
is 5° simple interest. On either of 
the two financing plans there 1s an 
obligation to continue using Shell oil, 
or if not the balances become due and 
payable an arrangement not un 
common in the Dominion. 

So Victoria is a pleasant place to 
visit for itself, but also in the com 
pany of fueloil men who don't show 


too much wear and tear. 


Through a forest of masts in the fishing 
fleet several oil company terminals are 
seen across the main harbor of Victoria. 


John Skillings, Victoria Van & Storage 
Co., seated, makes a point with Wilford 
Green, Shell Oil Co. fueloil specialist. 
Skillings is president of Victoria OHI. 


W. G. Jeanes, sales manager of W. R. 
Menzies & Co., Ltd., probably the largest 
outlet tor oilheating equipment in Vic- 
toria and also a Shell fueloil distributor. 
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Charts tell oilheating Story 


LIQUIFUELS, LTD., Toronto, Ont., has 
prepared for its dealer gatherings a 
chart presentation to bring out the 
virtues and values of oilheating. They 
were produced in several colors but 
are in single color here. Also the text 
has been shortened considerably in this 
reproduction. 


OIL 


SELLS 
HOAES 
FASTER 


POTENTIAL HOME buyers today have 
grown up with oil, and they trust it. In 
this home buyers’ market today, more 
and more people demand their prefer- 
ences, sunny kitchens, cozy fireplaces and 
safe oilheating. The installation of oil- 
heating automatically eliminates the un- 
known. Statistics show that women 
choose the home; women want security, 
and oilheating traditionally 
security. 


represents 


' 
Furnace 4 


OIL 
HEAT 


(£ 


y 





FROM THE TIME of delivery at the 
customer’s house to the exit of the 
exhaust gases from the chimney oil heat 
is completely enclosed. It is impossible 
to discolor or destroy property, barring 
mechanical failure. As a testimonial to 
its cleanliness, most of the leading dry 
cleaners and launderers use fueloil. It 
is also true that modern food processors, 
recognizing the inherent cleanliness of 
fueloil have selected this fuel. 


COMPETITIVE 


OILHEATING is competitive in the 
fullest sense of the word. We all know 
competition is the life blood of our 
economic system. It guarantees that the 
consumer receives the highest quality 
product at the lowest price. It guarantees 
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freedom of choice and thus preserves one 
of the most important “rights” of a 
buyer. Should a buyer desire to change 
his oilheating supplier, a competitive oil 
supplier is as close as the nearest phone. 


OIL 


MODERN 


SET YOUR thermostat and the oil- 
burner does the rest. With oilheating you 
have automatic oil delivery which is 
computed according to the weather. Oil- 
heating is modern in that it fits your 
budget. You can pay for fueloil by 
regular monthly charge during the heat- 
ing season, monthly budget plan or pay 
the driver on delivery. Oil billing is 
modern in its simplicity. The price per 
gallon, times the metered number of 
gallons delivered gives you the total cost 
of delivery. 


FUEL OIL ve 
EVERYWHERE 


NO FUEL is so universally available as 
is fueloil. It can be delivered anywhere 
at any time in any quantity. Portability 
and mobility are facts which indicate the 
significant difference between fueloil and 
other fuels. Fueloil forms an integral 
part of our Arctic Defense System, drives 
our farm machinery, energizes our indus- 
tries, powers our aircraft and fuels the 


Navy on the high seas. 
ovERNy 
os 
APPRWGD 


OIL 
DELIVERIES 


are 


a 4 
CERTIFIED 


MODERN FUELOIL standards, con- 
stantly improving, certify that the fueloil 
supplied today is of the highest quality. 
Government inspected, sealed meters 
certify accurate measurement of the fuel- 
oil supplies. In addition to this control, 
independent fueloil retailers are con- 
stantly checking their own equipment. 


The delivery ticket left with the custom- 
er when each delivery is made gives the 
certified number of gallons, the cost per 
gallon, and the total amount of the bill. 


Youre in CONTROL 


when yeu 


HEAT ~« OILIS\; & 


—— - 











OILHEATING represents a reserve of 
fuel in your home that you control. No 
emergency or disaster can change this. 
Our civil defense advocates that every 
home have a year’s supply of fuel on 
hand. Their reasoning is obvious. Every 
fueloil customer is in control when he 
uses oilheating because he can at any 
time, change suppliers. Conversely with 
a utility, the customer must accept what 
is offered, when it is offered and how 
it is offered! 


IN 
Stays LOCALLY 


WE ALL subscribe to the idea of sup- 
porting our own community! The trend 
with large chain stores, organizations 
and utilities has been towards adopting 
a central buying policy, thereby exclud- 
ing local merchants. This is not in the 
best interest of any community in that, 
money spent in that community with 
these large organizations goes elsewhere 
for expansion and development. The 
independent fueloil dealers established 
in each locality return their profits to the 
community they serve. 


PERSONALIZE De elit 


FUELOIL is generally purchased from a 
local supplier, a company that is part of 
your community. More than likely the 
owner or president belongs to the same 
church, golf or service club, his wife and 
your wife support the same charities, his 
children and your children attend the 
same school. What is even more impor- 
tant—your money spent locally, stays 
locally. If you had a heating problem, 
you can pick up the phone and talk to 
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the boss. Because you know him, he will 


go out of his way to help you solve the OIL 
problem. 
HEAT °& 


iS 


CAREFRE 
H EA LT HY OF ALL the fuels available ~E none 


is more carefree than oilheating; none 
HEATING with oil assures you of a gives a greater sense of security! With 
uniform temperature in your home at all oilheating there are no worries. If you 
E S ON OM ICAL times regardless of outside temperature immerse a match or even a torch into 
OILHEATING IS ECONOMICAL be- fluctuation. Uniform temperature and fueloil (imagine this for a moment) it 
cause the consumer pays no hidden good health go together. If perchance, won't burn or explode! The only thing 
penalities such as the cost of bringing this a fuel leak occurs, there is no health that happens is—out goes your match 
service eo hls strect ce home. The cas- hazard in breathing fueloil fumes. Enjoy or torch. Fueloil is carefree because it 
tomer who heats with oil saves money good health, it is your most prized must be vaporized or atomized mechan- 
in that he is not required to pay for the possession. ically to prepare it for burning. 
service when it’s not in use! It is a 
proven fact that oil has a faster temper- 
ature rise than any other form of heating Direct Mail Promotion Idea 
energy. This is evidenced particularly in 
oil-fired water heaters. Oilheating, there- 


e ° THE y . 
fore, represents substantial savings to -_ 
the customer. all YY WASHINGTON 


COMPLETELY At® CONDITIONED 


OIL HEAT i: 
& CONSTANT 


on > April 24, 1961 
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You may b 
learn tha 
during th 


FUELOIL represents a source of energy 
or power that is constant! Oilheating 
means steady heat, no fluctuation in 
pressures or interruption in supply. This 
important feature of oilheating provides 
many advantages over other types of 
mechanical heating. Where fuel supplies 
are not constant, architects insist that 
fueloil be provided as the standby. The 
very fact that every oil consumer has 
his own storage tanks ensures a constant 
reserve of energy. 


QUALIFIED 


OIL BURNER Pucl O11 Spe 
TECHNICIANS to the Consumer 


Recent Technical Developments and their Future Effect on 
AVAILABLE Improved Home H 

The Human Side of Business 

ww From here our next stop is Mobile, Alebama (for e meeting of 
the American Petroleum Institute) and so will be away from 
NO OTHER industry provides the pool Danvers for another week or ten days. In the meantime, best 
of skilled trained technicians that the oil wishes to you and yours as always. 

industry offers today. Competing indus- 
tries have imposed severe disasters on Sincerely, 
communities because of untrained and 
inexperienced servicemen. Years of safe, CHARLES L. 
successful oilheating have convinced the zD 
homeowner of the merits and compara- Ay EZ 
tive values of heating with oil. The cus- 
tomer using oil is doubly assured that Everett Elliott 
he is doing the right thing because of 
the availability of skilled oilburner EVERETT ELLIOTT, Danvers, Mass., as a direct mail promotion, sent this 
mechanics. letter on Statler stationery to all of his customers back home. 


e inte n the reason for this trip - and to 
t many we take ("in the line of duty”) 


As the source 
tain measur 


_——— a? won fami lx 
of th mf of your family. 
Consequently, it sent at ¥ 1p to date on th 


technical 
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Oil Heat 
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Helping the Do-It-Y ourselfer 


by John W. Schulz 
A NEW PROBLEM faced in recent 


years by many oilburner service 
organizations and individual service- 
men has to do with how far to go in 
giving oilheating instructions to home- 
owners who follow a do-it-yourself 
inclination. 

In different localities and under dif- 
ferent circumstances, do-it-yourselfing 
is popular to greatly different degrees. 

At one extreme is the homeowner 
who aims to do everything himself 
.... literally. Bitten by this urge, men 
have installed entire oilheating systems 
although their previous experiences 
included no electrical wiring, no 
piping, no sheetmetal work, etc. Some 
of these men started up their own oil- 
burners, or tried to. Some tended to 
their own oilburner maintenance un- 
assisted by servicemen, and to any 
occasional breakdowns, or tried to 

As are many extremes, this extreme 
is representative of foolhardy and un 
wise efforts. The homeowner who goes 
this far can detract from the reputation 
of oilheating, for he can wind up with 
unsatisfactory oil heat annoying break- 
downs, and excessive fuel costs. In fact, 
the do-it-yourselfer who goes to this 
extreme usually knows he is aiming to 
live dangerously. The worst offenders 
flaunt this and boast that they are not 
timid souls. 

At one extreme, then, is the deter- 
mined do-it-yourselfer, who though 
unequipped and untrained for this 
wants to do his own oilburner installa- 
tion work and service work. 

At the opposite extreme is not 
enough do-it-yourself effort. Usually 
guilty of this is the homeowner who 
doesn’t know enough to help himself 
to the slightest degree. He hasn't 
learned the things he should know 
about his oilheating equipment. 

Such an uninformed oilburner owner 
cannot replace a fuse or reset a circuit 
breaker, when only this is needed to 
start an oilburner that’s been on strike. 
If his heating system includes motors 
having bearings which need lubrica- 
tion, he doesn’t know a thing about 
this. A dozen or more educational 
pointers, given him clearly by a serv- 
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iceman, are needed by such a home- 
owner 

He should know certain things... . 
which provide a minimum education 
needed, for one thing, to avoid 
nuisance” or unnecessary service calls 
High on the list of these things is the 
location of any switch or switches 
which must be turned on for the 
burner to run. 

Such oilburner switches often are 
mistaken as light switches, and wrong- 
ly turned off in winter, by men who 
enter homes to read water meters, and 
meters for gas or electricity. Children 
and visitors make the same mistake. 
Finding himself without heat in win- 
ter, the first thing a homeowner should 
do is check to make certain his oil- 
burner switch or switches are turned 
on. That's as simple as A-B-C. 

Next in the way of minimum edu- 
cation is the matter of the reset but- 


ton or lever of the burner’s primary 


Next, he should wait for half an 
hour or so for the burner to start. He 
should not call for service if the burner 
does not start immediately. The burner 
may properly wait for quite a few 
minutes before starting. Its high limit 
control may keep it idle because the 
furnace or boiler is as hot as it should 
be. Or the burner may remain idle for 
a minute or two while a flame-detector 
device of primary control goes through 
its routine of reporting no flame, and 
only then permits the burner to start. 

Any overload reset buttons on 
motors of oilburners’ hot-water circu- 
lator motors, and forced-air motors 
should be known to a homeowner. 

Equally important are the fuses or 
circuit breakers serving the oilheating 
equipment. The properly educated 
homeowner knows he should not over- 
fuse . . . . replace a fuse of proper 
amperage with one of higher amperage 
to avoid fuse blowing. That's danger- 
ous. 
burner 


Minimum knowledge for 


owners includes facts on lubrication 


{ll oilheating Homeowners should know certain Things 


... These you tell Them. 


The determined Do-It-Y ourselfer may be instructed 


about a few more Things. 


Then come certain Chores only a 


control, which in most homes is a 
stack control. The safe instruction con- 
sists of telling a homeowner to reset 
the primary control just once, if the 
burner has “gone off on safety.” It 
should not be reset again and again in 
stubborn effort; if the burner persists 
in stopping “on safety”, something is 
wrong and a serviceman is needed. 
The oil tank gage, and every installa- 
tion should have a good gage, is as 
important to a homeowner as a gasoline 
When out of 


heat, the homeowner should not fail to 


gage 1S tO a MOTOFLISt 


use his tank gage to find out if he’s 
out of fueloil. 

If he thinks his burner won’t run 
when it should in winter, the owner 
should know enough to raise the set- 
ting of his room thermostat consider- 
ably. Setting it all the way up tempo- 


rarily is a good idea 


Serviceman should do 


- - never a Homeowner. 


of those motor bearings and other 
bearings which need periodic oiling. 
The owner who does not want to tend 
to this chore himself should know 
enough to call in a serviceman to tend 
to it. 

Minimum knowledge covers these 
common sense points: 

1. A burner needs a once-a-year 
check-up by a competent serviceman, 
as was covered in detail in a feature 
article in the June issue of FUELOIL 
& OIL HEAT. 

2. For maximum efficiency and min- 
bills, 


instruments must be used when burner 


imum oil combustion — testing 
is adjusted. 

3. Air, preferably coming in directly 
from outdoors, is needed in the room 
in which a burner is located ... . to 
make up for the flow of products of 


combustion up the chimney. 
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i. lf an oul filter is used, its element 
should be replaced yearly and a 
pressure burner equipped with a low 
Gph nozzle should be served by a fuel 

il filter 
Oilheating equipment should b« 
pt neat and clean 

Next come points about the heating 
plane itself, and of course what's 
taught a homeowner must apply to his 


particular equipment 


Furnace Instructions 
Owners of forced-air furnaces should 
D taught the importance ot proper, 


periodic attention to air filters. Plug 


filters can cause waste of fueloil, 
ven can prevent proper heating of 
omes during coldest weather. A fur 
nace should be equipped with an ex 


should be 


aintained properly so that it func 


ellent humidifier, which 


tions adequately. Blowers of furnaces 


ay need periodic attention to keep 
working properly 


Education tor owners of steam 


boilers is especially important, as it 
nust cover the fact that highly expen 
sive damage can result from firing a 


insuffi 


steam boiler which contains 


water. A low-water control is a 


cient 


st for such a boiler, and should 


without fail receive the periodic at 
tention its manufacturer recommends 


Equally a must for a steam boiler, 


iccording to many authorities on safe 


ty, is the best automatic water feeder 


brainable This also should receive, 


without fail, the small amount of atten 
rion its manufacturer prescribes 
As is well known, during the past 
ade a new safety feature was devel 


ped for boilers of hot-water heating 


systems 


This consists of equipping 


these boilers with low-water controls 


located above the tops of the boilers 


The relatively new idea has much 


to it. It prevented damage to a 


scnsc 


boiler 


in one instance, for example, 
ifter a handy man made the error of 
trying to set up a lawn sprinkler with 
its hose getting water from a drain 
cock located at the bottom of the boil 


er. Equipping a hot-water boiler with 


a low-water control in the new fashion, 


many heating engineers now believe, 


is as important as equipping a steam 
boiler with such a control in the way 
that’s been done since oilburners be 


came popular 


Additional points can be taught t 
the determined do-it-yourselfer 
points about the extra chores he can 
safely, and about 


undertake points 


chores only a serviceman should per 
form, never a homeowner 
Aiming to help himself the maxi 
mum amount, a homeowner takes on 


such extra chores as lubricating the 
motor bearings which need this, pre 
cisely in the fashion the serviceman 
outlines, and using the proper, recom 
mended lubricants 

The owner of a forced-air heating 
furnace can tend to cleaning or replace 
ment of his own, plugged air filters 
and may be able to give his humidifier 
If his blower 


is belt driven, he may even be able to 


any attention it needs 


install a new belt when it’s needed, 


but in undertaking this job he should 
emphasize safety should know 
enough to open a switch which insures 


that the blower motor won't start while 


he’s working on the belt and pulleys 


Cleaning the flues and heating sur 
faces of a furnace or boiler is hardly 
suitable work for a typical homeowner, 
scale 


for soot and cleaning is done 


much better and more efficienrly by 


professionals who use commercial 


vacuum cleaners made for this work 
Do-it-yourself chores should includ« 
work more pleasant than flue cleaning! 

Then, too, in doing a cleaning job 
on a furnace or boiler, a professional 
serviceman includes many extra steps, 
needed for the entire oilheating system 
he’s working on 

What abour replacing the elements 
of fueloil filters once a year? Should 
it-yourselfer 


And 


own 


the most determined cd 


take on that chore for himself? 


what about his replacing his 


atomizing ne zzle once 1 year. if he 


has a pressure burner 


Safety Precautions 


The answer to those questions ts 


strictly “No for excellent reasons 


First, safety is involved. Unfamiliar 


with oilburner service work, he may 
wind up with an oil leak 
The replacement of oil filter ele 


ments involves gaskets thus might 


involve leaks related to the gaskets. A 
serviceman knows when a gasket needs 
replacement, and has a spare gasket 
with him. The do-it-yourselfer doesn't 


know, doesn't have the sparc 


The pressure burner served by the 
fueloil fileer may become air-bound as 
the result of a do-it-yourselfer install 
ing a new fueloil filtering element in 
it. No homeowner should do oilburner 
service work to the degree of air-rid 
ding a pressure burner 


Neither 
work 


should any homeowner 


with tools on a burner in the 
manner required to switch to a new 
atomizing nozzle. He should not, by 
any means, remove the burner's gun 
tube assembly or drawer assembly 

because he would be tangling with the 
adjustment of the burner’s spark points 
Of terrific importance because they 
relate to possibilities of ignition fail 
ure or ignition delay, the spark points 
should be approached and adjusted 


only by 


oilburner servicing 


a man genuinely expert at 


Adjustment of controls is again a 
matter for experts only . not tor 


do-it-yourselfers That's also becaus« 


safety relates to controls 


Included in the educational points a 
thorough serviceman makes to all burner 
owners are facts about the importance of 
making combustion tests regularly . . . to 
insure minimum oil consumption. Good 
servicemen use instruments to check on 
stack temperature, chimney draft, CO 
content of flue gases, and haze or smoke 
going to chimneys. This serviceman has a 
handsome, Dwyer CO. tester, which he's 
proudly showing to a homeowner while he 
explains the importance of the CO. read- 
ing being 8% or higher. 
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Two of the ways Shel! supports jobbers 


heating oil research (left) and a mammoth co-op heating oil advertising program. 


BIGGER PROFITS: 





Shell helps jobbers earn more money with 


a remarkable new 10-point program 


Ninety per cent of Shell Heating Oil is distributed through 
branded resellers. Shell backs them up with a new, clean- 
burning fuel, new sales promotion plans, new and bigger adver- 
tising campaigns, plus other money-making aids. Read about 
the advantages of becoming a Shell Heating Oil jobber. 


N° ONE is more important to Shell’s 
1 N heating oil business than the 
franchised heating oil jobber. 

That's why Shell gives its jobbers 

unqualified support in so many ways. 
Here are a few examples: 
1. Jobbers get “‘first call’’ on sup- 
plies. More than 90% of all Shell 
Heating Oil goes directly to Shell 
branded resellers. 


2. A New Shell Heating Oil. In 
many areas, Shell jobbers have a new 
kind of heating oil—a bright, clear fuel 
made by Shell’s patented Hydro 
desulphurization* process. 

3. FOA-5X® helps reduce filter 
clogging. A special additive in Shell 
Heating Oil helps guard against fuel 
system deposits. 


4. Sonitor® helps jobbers win new 
customers. Sonitor is Shell’s anti-rust 


treatment for tanks—proved effective 


*U. S. Patent No. 2608521 


in over 1,000,000 storage tanks. 


5. Shell Research uncovers new 
profit opportunities. From Shell Re 
search came the Shell Combustion 
Head, used in many different makes 
f oil burners. Recently, Shell scien 
tists developed the revolutionary 


Ventres combustion process. 


6. Jobbers stay informed. Shell 
conducts periodic conferences for its 
jobbers, explains the latest develop- 
ments in heating oil and profit-build 
ing business methods. 


7. Supply lines stay full. Six Shell 
rehneries interconnect with 99 termi 
nals. Tankers, barges, pipelines, trans 
port trucks, and tank cars are employed 


to assure a ready supply of Shell I leat 
ing Oil. 


8. Liberal life insurance program. 
Policies up to $10,000 are available. 


9. Full line of distillate fuel oils. 
Shell also offers Shell Dieselines to its 
jobbers. 


10. Massive advertising program. 
This year, Shell is America’s No. 1 ad 
vertiser in newspapers. This enormous 
impact adds value to the Shell Heat 
ing Oil franchise. Shell plans to spend 
more money to promote heating oil in 
1961 than ever before, including a 
major cooperative advertising program. 
Call a Shell Representative 
Shell's many local offices can give you 
all the facts. Call today. Or write: 
Shell Oil Company, 50 West 50th 
Street, New York 20, N. Y. 





A BULLETIN FROM SHELL 


—where 1,997 scientists are helping 
to provide better products for industry 








Half million dollar Job 
replaces 28 oil Boilers 


Lieblich Organization installs 21 oil package Boilers 
without unduly interrupting the Heat for 2,900 Apartments 


by Jean L. Dupuis 
| eee OILBURNER contractors can 
handle a contract amounting to 
almost half a million dollars, which 
covers the replacement of 28 large 
heating boilers and their oilburner 
equipment 

H. Lieblich & Co., Inc., well known 
for many years in the metropolitan 
New York area, has just now com- 
pleted the work of such an enormous 
contract. 

The oilfired boilers which were re- 
placed had been installed in 1938 to 
provide hot water on tap and steam 
heat for the 2,900 apartments of the 
Red Hook Houses, a housing project 
located in the Red Hook section of 
Brooklyn 

The project had seven boiler rooms, 
each containing four oilfired boilers. 
The typical yearly oil consumption of 
this formidable array of boilers was 
about 1,900,000 gallons, not quite two 
million gallons of No. 6 fueloil per 
year 

In 1960, the New York City Hous- 
ing Authority decided to replace the 
original boilers. H. Lieblich & Com- 
pany, Inc. contracted with the Au- 
thority to do the work for a gross 
contract price of $435,000—close to 
half a million dollars. 

Several factors ganged up to make 
this seven-boiler-room installation un- 
usual and difficult, and at the same 
time interesting. 

First, work on the project was sched- 
uled to start November 1, 1960 .. .. 
and to be completed June 15, 1961 
Thus, the work of replacing the boil- 
rs in each of the seven boiler rooms 

id to be scheduled on a basis that 
lid not interrupt the heat and hot 
water in the buildings, though this 
work was performed throughout a 
heating season—a period of seven and 
one-half months. 

Second, Lieblich engineers decided 
the best method was not to break 
through the below-ground outside 


walls of the boiler rooms and provide 
large openings through which the old 
boilers could be moved out intact, 
and through which the new boilers 
could be moved in intact, already as- 
sembled. The better way was to move 
out the old equipment, and move in 
the new equipment in small pieces 
through the ordinary doorways of the 
boiler rooms and basements. 

The old boilers had to be cut into 
small pieces, the cutting and moving 
of which had to be done with ex- 
treme care to avoid damaging new 
and old equipment actually in opera- 
tion throughout the heating season 

The new boilers had to be brought 
into the boiler rooms in small pieces 

. to be assembled there by boiler- 
makers 

Third, in each boiler room the orig- 
inal fueloil pump-sets and fueloil pre- 
heaters had to be kept in operation, 
serving boilers and burners which 
were in daily operation, until new 
fueloil preheaters had been installed 
and put to work 

The same requirement applied to 
condensate tanks and pumps in each 
boiler room 

Fourth, for the work to proceed 
smoothly and without interruption of 
the heat and hot water, complete and 
nearly perfect coordination of the work 
was required. Demolition workers had 
to remove old boilers, one at a time 
in each of the seven boiler rooms, to 
make room for boiler-makers bringing 
in and getting ready to assemble the 
new boilers. Often, of course, the same 
kind of work was being done at the 
same time in several of the seven 
boiler rooms 

Boiler masons then had to install 
refractory material in boiler parts on 
the proper dates. Insulation contractors 
had to come in to apply the boilers’ 
glass-wool outer insulation, and had to 
be followed by sheetmetal contractors 
who installed metal jackets over the 
insulation 
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HODGEPODGE 


ON-THE-SPOT SERVICE is one of « 


it pays to standardize on Honeywell matche 
You don't have to put up with a hodgep« 
long-distance phone calls and wait days for he 
rive. With Honeywell offices in 112 cities, staffe 
perienced sales and service engineers, you'll always have 
expert assistance and the right replacement controls when 
and where you need them. 

And look what else you get! UNDIVIDED RESPONSI 
BILITY — you'll look to one det endable s¢ 
complete line of controls. SIMPLIFIED 
there's a quality Honeywell control and an All-Honeywell 


control system for every application. CUSTOMER RECOG 
NITION—seventy-six years of lea lership have made Honey- 
well a name they knowand respect. TRAINING SCHOOLS 
—your service and installation men increase their knowl- 
edge of the Honeywell line and get the latest information 
on residential controls at Honeywell training sessions 
held in your own town or area. Over 100,000 men at- 
tend these schools every year. 

It all adds up to bigger profits for you. So call your 
nearby Honeywell office today. Or write Honeywell, 
Dept. FH-7-95, Minneapolis 8, Minnesota. In Canada, 


write Honeywell Controls, Limited, Toronto 17, Ontario. 


NTERNATIONAL Sales and service offices in all principal cities 


United States, United ngdom, Canada, Netherlands, Germany 
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V 81 RA 816 L 8024 
Gas Valve Fan Limit Control Oil Burner Relay Aquastat* 


THE HONEYWELL ROUND sets the standard for Honeywell 


thermostat excellence, just as the four controls 
the right are typical of the quality controls 


that make up All-Honeywell systems. What- . e 
ever your application—forced air, hydronics, wb WY 
*Trademark 
womtrwu 


gas oil—there’s an All-Honeywell control 


that will do the job best! SINCE 1685 








These pumps have been in service 
for many years for direct supply 
or booster pumping of heavy oil. 
Slow speed operation reduces cav- 
itation. Outboard ball bearing unit 
increases pump life by isolation of 
pulley load. Capacities 130-2700 
GPH; pressures to 100 psig. 


VV V THESE FEATURES... 


. Internal gear design provides high 
suction lift characteristics. 

. Hardened idler insures minimum 
wear. 

. Cap screw closure with steering per- 
mits easy access to pump interior. 

. Adjustable stuffing box fitted with 
return seal and soft packing keeps 
shaft wear and chance of leakage 
to a minimum. 

. Interchangeable return seal design 
allows change of rotation in field 

. Flexible coupling isolates pump 
bearings from pulley loads. 

. Rugged ball bearing unit insures 
bearing alignment and large grease 
reservoir with provision for re- 
lubrication minimizes maintenance 

. Bearing unit support cast integral 
with bed plate reduces vulnerability 
to distortion. 

. Adjustable V-belt drive absorbs 
shock loads and provides quiet op- 
eration with low replacement cost. 

. Varied pulley combinations for 
proper viscosity — speed relation- 
ship. 

. Cast iron belt guard protects per- 
sonnel from exposed moving parts 
and eliminates chance of bending 
denting or sharp edges 

. Cast iron bed plate with drip col- 
lecting bead around edge insures 
rigid support and minimum chance 
of bed plate bending or distortion 
Write for Bulletin A-1193 

Protect your fuel oil pumps 
with Kraissl strainers. 

Write for Bulletin A-1430. 





COMMERCIAL & 
INDUSTRIAL 
oilburning 





Electricians installed and wired, in 
each of the seven boiler rooms, a vast 
array of controls, switches, electric oil 
preheaters, motors, etc 

Steamfitters connected new boilers 
and condensate tanks and pumps to 
existing steam mains and returns. . 
and worked at installing the fueloil 
piping related to new pump-sets and 
their preheaters, oilburners, etc. 

Finally, oilburner mechanics and 
servicemen had to check our all the 
equipment for proper operation, start 
up and tune up the oilburner installa 
c10ns 

This involved 21 automatic oilburn- 
ers for No. 6 oil, all told, and of course 
21 oilboilers and all included controls 
and accessory equipment. Four oilfired 
boilers were removed from each boiler 
room and replaced by three new pack- 
age oilboilers. Each of these was a 
four-pass, package, low-pressure, steam 
boiler 200 horsepower 
made by Superior Combustion Indus 


tries, Inc 


Workman studies the oilburner end of 
one of the 21 package boilers, four-pass 
and 200 hp capacity, made by Superior 
Combustion Industries, Inc., and installed 
at the Red Hook Houses, Brooklyn, N.Y. 


Each of these new, package boilers 
is fired by a rotary-cup burner which 
uses No. 6 oil. Each boiler unit has 
its own integral induced-draft blower, 
a complete prewired control panel, in- 
ternal refractory baffles, an automatic 
water feeder, a low-water control, and 
2” glass-wood insulation covered by 
a fitted metal jacket. 

In each boiler room was installed a 
new duplex (double) fueloil pumping 


and heating unit of 300 gph capacity 


ee Wt 
nee ae 
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Murray Lieblich studies the original Work-Plan Sheet mounted on the wall at the 
headquarters of H. Lieblich & Company, Inc. Each rectangle is a removable card, and 
a white card is used for installation work to be done by the Lieblich organization work- 
men, while a yellow card is used for work to be done by a subcontractor. Described 
as a ‘‘Visual Control System,” this office-equipment set-up can serve any of many 
functions, and is made by Graphic Systems, New York 18, N.Y. 


an KRAISSL Co. «- 


— 


295 Williams Ave., 
Hackensack, N. Jj. 
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Sequence 
signaling 
makes 


servicing 
easier 


Used on commercial-industrial burners, the 
Honeywell R478 Programming Relay assures 
years of safe, dependable operation. New 
signal lights indicate sequencing and continuity 


checks for ea*‘er servicing 


Honeywell's R478 


PROGRAMMING RELAY 





Satisfy every flame safeguard need with a quality Honeywell control or system 


ea 


— 


C7012 RA890 V4034 L404 M931 v4021 C645 v4004 
Ultra-Vision* Protectorelay* Fluid Power Pressuretrol* Modutrol* Motor Oil Valve Pressure Switch Diaphragm 
Fiame Detector Gas Valve Gas Valve 





For details, write Minneapolis-Honeywell, Dept. FO-7-44, Minneapolis 8, Minn 


Honeywell 
HONEYWELL INTERNATIONAI 4 
les and Service offices in all principal cities of the world Fi ° 
pein a in the United State : United Kimadom, H wt We Couttol 
coorvet 


Canada, Netherlands, Germany, France, Japan 


eloil 











COMMERCIAL & 
INDUSTRIAL 
oilburning 


to serve the three boilers in the 
boiler room. Included in this unit is a 
74% kw electric oil heater 
Also installed in each of the seven 
boiler rooms was a new condensate 
receiving tank, two new boiler feed 
water pumps, new 8” steam valves 
and steam-main run-outs, new interior 
fueloil piping, complete new electric 
wiring panels, and a complete new 
breeching of 36” diameter and made 
of 3/16” steel boiler-plate 


particular boiler is being fired. For 
all three dampers to be open, then, all 
three boilers must be in operation. 

To provide a continuity of heat and 
ot water throughout the work, one 
removed from each 


old boiler was 


1 


boiler room and a new package 


boiler was installed and put into op 
eration. Next, a second old boiler was 
removed, and a second new package 
boiler was installed. This procedure 
went on until four old boilers had been 
removed from each of the seven boiler 
rooms, and each boiler room had been 
equipped with three, new, package 


nits 


Scheduling of the work properly, 


The boilers are fired by these belt-drive, 
horizontal rotary-cup oilburners. As the 


burners have no pumps because fueloil 
is given them under pressure by separate 
belt-drive pump-sets, each burner has a 
blower-pressure control to prevent its 
shut-off valve from being open when its 
blower is not developing air pressure. This 
control can be seen in this picture; it’s 
mounted on the burner’s blower housing. 





An interesting feature provides an then sticking to the schedules, resulted 


ample, but not excessive, flow of out in success for the amount of oilheating 


side air into each boiler with installation work which had to be done 


room 
one, two, or three boilers being fired Even the vast and repeated snowfalls 
Brooklyn 1960-1961 


heating season did not seriously ham 


and cuts off the flow of this in during the 


outside air when all three boilers are 


idle. per these equipment installation oper- lich & Co., Inc. and Superior Combus 


This feature is gained through the iCtLONS tion Industries, Inc., the manufacturer 


use of three outside-air dampers, each Scheduling the work properly in of the new, package boilers which 


many, complicated 


opened and closed by its own control luded steps. In- were installed. 


motor. Each of the three control mi The shell of each of the 21 


for one thing, was extremely boilers 


Lieb- 


No. 


tors is wired to open its damper when close coordination between H. 


(each 200 hp) was 6 ft. in diameter 


OIL 


BURNER 


D” Series Switch shuts 


eh ho mice ELECTROL 


Or gas pressure occurs 





SAFETY AIRFLOW 


PRESSURE SWITCHES 


off fuel if dr 


fully 


automatic 


is 


“114” Series Switch 
shuts off fuel if blower fails. 


ELECTROL HO Series Oil Burners are designed specifically 
to burn No. 4 fuel oil and feature: 


® No moving arms and rods, special pumps, or heaters 


Thousands sold. Factory Mutual and Underwriters 
Laboratories Approved. Standard equipment on 
leading products. Write for prices and literature, 


® Famous Electrol Cut-off Valve prevents after-drip 
® Hot oil at nozzle on every burner start 


® Standard stock items—heater, controls, valves, noz 


zles, pump, etc 
FREE CIRCULAR — a models, 2 to 20 gph 
and . . . the finest and most complete line of #2 oil 
burning equipment including warm air furnaces, boilers 
and water heaters, from .75 to 24 gph. 


HO, No. 4 Burner” literature, or on any 
il burner problem. 


ELECTROL BURNER MANUFACTURING CO., INC. 
RUTHERFORD, NEW JERSEY 


Three 


Dewey Gas Furnace Co. 
102 E. Baltimore ¢ Detroit 2, Michigan 


PROTECTION FOR: Oil Burners—Industrial 


Ovens and Boilers—Power Gas Burners 


Write for 
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Burroughs F 200 Accounting Machine 
keeps records up to date every day 





despite 25% increase in accounts 


The scene: The 1,500-account fuel oil dealership of W. G. Sterner 





a & Son, Abington, Pa. The job: Degree day ac- 


woe G. STERNER & SON 
Fuki OM 


ous ating counting—accounts receivable, sales and delivery 
analysis, accounts payable and general ledger. 


The equipment: Burroughs F 200 Sensimatic 





Accounting Machine. The results, in the words of owner W. G. 





Sterner: “Our Burroughs Accounting Machine has kept our entire 
operation up to date every day despite a 25% increase in accounts 
over the past 5 years. It has leveled peak loads and virtually elimi- 
nated duplication of effort. The accuracy and timeliness of the 
management facts furnished by our Burroughs equipment enable us 


growth efficiently.” 


yugh nd Sensimatic—TM’s 


EUNICE M. DORWART W. G. STERNER 


Burroughs Corporation 
“NEW DIMENSIONS {| in electronics and data processing systems” 
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and 12 ft. long. It was sliced in a cir- 
cumferential manner, or in a Bologna 
manner, to produce four slices 

each 6 ft. in diameter and 3 ft. long. 

The furnace tube or firing tube of 
each boiler was cut in half to produce 
two pieces, each 30” in diameter and 
5 fr. long. 

Each rear door and each front door 
of a boiler was brought into the boiler 
rooms in one piece. The same for the 
two support cradles and the induced- 
draft blower bases. Bringing in the 
boiler tubes was no problem either 


MAKE 
MORE, 


get your 
on 


You have three special advantages working for you when you 
take on a Sinclair Oil Heat franchise . 

Sinclair Heating Oil is one of America’s best-selling heating 
oils. Premium Quality at regular price, it contains an exclusive 
anti-rust ingredient. That means fewer service calls. 


n unusual sales training program that helps bring you new 


customers. 


mple storage facilities assure you of quick, dependable 


service. 








Murray Lieblich, a second generation 
oilheating Lieblich who is active in 
the engineering and installation work 
of the Lieblich organization, can cor- 
rectly point with pride to two impor- 
tant steps he took at the start, before 
any installation work was started. 

First, for each of the seven boiler 
rooms he provided a complete set of 
tools his men would need, a welding 
machine, and enough wiring material, 
piping material, and similar material 
to permit his men to pitch into work 
without any shortages of material. 





Team up with Sinclair Oil Heat for more profits. For details. 
write: Sinclair Refining Company, 600 Fifth Avenue, New York 


20, New York. 


Sincloir HEATING OIL 


76 
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(Sinclowr 
HEATING 





SuperFiame 


Second, he prepared the pictured 
Work-Plan Sheet and posted it at 
his installation headquarters. Detailed, 
this lists first, in vertical columns one 
to 14, fourteen steps of work related 
to the seven boiler rooms and the 21 
new package boilers. Next, in vertical 
Work-Plan 


Sheet lists the seven boiler rooms and, 


columns 15 to 22, the 


in vertical column 22, the important 
18 installation operations that had to 
be completed in each boiler room. 

As the work proceeded, a diagonal 
line was drawn in a rectangle of the 
Work-Plan Sheet to indicate comple- 
tion of one of the many steps of the 
installation. Where this was important, 
the date of the completion of the step 
also was written down. 

The work of this installation was 
done under the direct supervision of 
Troeller of the 
New 
York City Housing Authority. Ralph 


O. Johnson and L. 
Maintenance Division of the 
Pelo was the Mechanical Inspector for 
he project. 

* 
Petro Dealers attend 
national Conference 


NEARLY ONE HUNDRED and fifty deal- 
er and distributor salesmen of Petro, 
Cleveland, Ohio, attended the com- 
pany’s national sales conference held 
at the George Washington Motel, 
Philadelphia, Pennsylvania. 

The men received complete and de- 
tailed instructions on design and sales 
techniques covering Petro’s new line 
of steam and hot water package gen- 
erators which range from a steel fire- 
box unit with an output of 324,000 
through 2,400,000 Bru per hour to a 
three-pass Scotch, low or high pressure 
generator with a horsepower range of 


20 through 600. 

Davis Engineering issues 
ew Paracoi ulletin 
new P 1 Bullet 


DIVISION Wal- 
released 


DAVIS ENGINEERING 
N.J., has 


16-page bulletin which describes its 


lington, a new 
full line of “Paracoil” Tank Suction 
Heaters. 

The booklet, bulletin, 60J1, covers 
the design and operating characteris- 
tics available for either intermittent or 
continuous removal of highly viscous 
fluids from tank storage 
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POINT 4 PROGRAM 


for streamlining your operation 
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INCOMING METERS 


It's just as important to know the ‘‘ins’’ as the ‘‘outs."’A.O. Smith ''S"' meters record 
every drop of product received . . . head off unexplained losses right from the start. 


LOADING RACK METERS 


You speed up loading and delivery time when you fill and measure trucks the 
A. O. Smith meter way — every gallon permanently accounted for. And for the 
ultimate in round-the-clock loading, investigate A. O. Smith key-stop totalizers. 


= 2 it _— 
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DELIVERY TRUCK METERS 


On the route, printed meter tickets provide a quick and accurate means of billing. 
A. O. Smith ‘'T’' truck meters give years of trouble-free operation . . . users report 
little or no maintenance. 


ACCURATE ACCOUNTING — PRINTED TICKET 


It’s the most important point because only 
A. O. Smith meters are pe uditors... 
only A. O. Smith meters stained ac- 
curacy over the long 
Ticket your operatic iencies! A e 
Count on an A. O. Smith er system CORPORATION 
to cut liquid stock losses ...speed up your METER AND SERVICE STATION 
delivery cycle...streamline your account- EQUIPMENT DIVISION 
ing. For more facts, contact your nearest 
representative or write direct. 
Factory: 1602 Wagner Ave., Erie, Pennsylvania. Offices: Atlanta 5, Ga.; Chicago 3, III.; Houston 2, Texas; Los Angeles 22, Calif.; New York 17,N. Y.; 
Newark, Calif.; Tulsa, Okla. Canada: Toronto 12, Vancouver 1. A. O. Smith INTERNATIONAL S. A., Milwaukee 1, Wisconsin, U.S.A 
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booklet 


trated instructions for proper wiring of 


Included in the are illus 


he units which make up various elec 


Fred Coffield will represent the sale 
of Buckeye products in North Carolina, 
Virginia, Maryland and the District of 








trcnic control sets. 


Columbia, being based in Richmond, 
"MANUFAGTINEEEE 





Va., and John P. Austin, formerly east- 

ACTIVITIES Buckeye names Three ern division sales manager, has been 

eR eS te sales Positions named Buckeye central division sales 

. , o . manager. Austin will be headquartered 
Bulletin is available BUCKEYE IRON & Brass Works, 


at the company’s Chicago office 
Day 


Cantwell eastern division sales mana- 


A NEW BULLETIN, “The Installation 
and Servicing of Electronic Controls as 
Applied to U.S.-Carlin Oil Burners, 
has been published by the Carlin Com 


pany, Wethersfield, Connecticut 


n, Ohio, has appointed John H 

Degree Day System 
issued by Hidy-Brown 
INFORMATION ABOU’ developing a 


ger. He will work out of the company’s 
New York office at 520 Fifth Avenue. 
The company also announced that 
degree day system is available without 
Hidy-Brown 
Ohio. 


includes 





charge from Recorder 


Company, Cincinnati, 
The 


printed instructions, sample cards, and 


GREATER SPEED, FOR GREATER PROFIT, 


THROUGH THE, SC U/L Y system 


Every unit of the SCULLY System has been 
built to combine maximum speed and efficiency 
in every fuel oil delivery. And even more im- 
portant, each unit has been engineered as part 
of a complete and dependable system, the 


material complete 


an illustrated reprint from FUELOIL 
AND O1L HEAT discussing degree day 


systems 


Frank Mutz retires 
as Peerless’ Chairman 





only delivery system available. SCULLY saree a 
; FRANK M. MUTZ, chairman of the 
products bring you the extra profits that come a ; 
: : board, Peerless Corp., Indianapolis, 
with the world’s fastest fuel oil delivery 
Ind., was honored recently at a dinner 


equipment. a 
quip banquet held at the Columbia Club in 
1. VENTALARM® Signal, The original whistling tank Indianapolis. Mutz retired from active 
fill signal. Over five million now in use. Available 
for old and new tank installation. 

VENTALARM ® Gauge.Money-saving 2-in-1 combina- 
tion for new burner installations. One single unit 


=>) 
‘Ss 


participation in the company’s op- 


erations in March but retains his posi- 


tion in an advisory capacity. 














combining the original VENTALARM ® Signal witha FO Mutz started with Peerless in 1924, 
Tank Gauge. fom! forming what is now the Retail Sales 
3. Deep filling with SCULLY® Filful eliminates foam- 5 cg aga shia’ oa 
ing, making it possible to stop cut-off of the and Installation Division. In 1943, he 
whistle by rising foam. This feature enables fill- was elected president of the corpora- 
ing to the proper level and increasing the average ‘i I : oe * 
as much as 50 gallons. tion, supervising both wholesale and 
4. SCULLY ® Safety Vent Cap. An improved cap for 1” ( 4 retail sales and manufacturing activ- 
“” ifi 1 ADA 
gad 1 wat pons et sowie WenTiuines "lanes tes, He served as president until 1956 
than 1.D. of pipe. then was elected board chairman. 
5. UNIFIL® System. The tight connection delivery S — 
system that pays for itself and returns a profit SN 4 
in the first year. Over ten exclusive features —= 


6. SCULLY® Com Nozzle. A single rugged unit that —— 
has revolutionized nozzle design: lighter, faster = gym 
easier to repair, and with minimum hydraulic et “ 
shock. 
7. VENTAFIL® The portable combined fill, vent and 
signal for underground tanks. Built for fast pump- Oe 


ing speeds without blowbacks. Light and rugged 
. Combination SCULMATIC-SCULTROL The only 
combination that provides absolute tlow control 
and pressure-limiting control. 
See for yourself why SCULLY, after 25 years, is 
still the industry’s leader, Call NOrmandy 5-3900 
for more information about any SCULLY products 
— and the unique SCULLY System. 
SIGNAL 


SCULL COMPANY 


MELROSE 76, MASSACHUSETTS 
IN CANADA: €E. S. Gallagher Sales, Lid. 10 Hafis Rd 





Frank M. Mutz, 


Pictured at right, 
ceives a plaque honoring his retirement 
from active participation as an officer of 
Peerless Corp. Making the presentation 
is J. W. Barrow, executive vice president 
and treasurer of the heating and aircon- 
ditioning manufacturing firm. 


re- 


Toronto, Ontario 
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Single, dua/ and triple function 


controls for your specific job! 
Easy-to-install single element, liquid-charged 
and enclosed in separable immersion well . . . 





accurate response to temperature changes... 
“loss of charge’’ protection . . . simple to set 
. easy-to-read dial numerals . . . two sealed 
contact units with easy-to-wire large terminals 

. choice of fixed or adjustable differential .. . 
are some of the features in this complete line 
from Penn. Best of all, they give the accuracy 
and reliability you and your customers want .. . 


Learn more about these controls, ask your wholesaler or write to the Penn factor Ye 


PEMM CONTROLS, UMC. ics cs 


EXPORT DIVISION: 27 E. 38th ST., NEW YORK, N.Y. 


AUTOMATIC CONTROLS FOR HEATING, REFRIGERATION, AIR CONDITIONING, APPLIANCES, PUMPS, AIR COMPRESSORS, ENGINES 


. . . « Manufacturers’ Activities 


jack M. Meneely, winner of a Stewart- 
Warner National Merit Scholarship Cor- 
poration college scholarship award, is 
shown receiving a $6,000 four-year 
scholarship certificate from William E. 
Judd (right) vice president of Stewart 
Warner Corporation and general manager 
of the Heating & Air Conditioning Divi- 
sion at Lebanon. 


Zenith Wheat, president of Local 
4911, Lebanon, presents Jack with a 
certificate for a $2,000 scholarship 
awarded separately by United Steel- 
workers of America. Proudly looking on 
is Jack’s mother, Mrs. Meneely, an em- 
ployee of the Heating and Air Condition- 
ing Division's Advertising Department. 


ee 


an Appointments announced 


‘WIX OIL BURNER FUEL FILTERS | j.) hwo, Humble Oil 
SPEED SERVICE AND CUT COSTS | ADEN P. WILLIAMS, Jr., has been 


— named manager of fueloil sales in the 





newly organized headquarters market- 
ing department of Humble Oil & Re- 
fining Co., Houston, Tex. Williams 
was named a vice president and direc- 
tor of Penola Oil Co. in 1958, return- 
ing to Esso Standard a year ago as 
reseller sales manager, and becoming 
New England marketing manager 
shortly thereafter. 

Succeeding Williams as manager of 
Esso's New England sales area is Har- 
old D. Harding, formerly assistant 
manager for New England. 

The company also announced that 


om - vs 
Races Tapenenet seeoune at - ° . r . . 
Rewer Frederick G. Kadel will succeed Guy 
In and out in 5 minutes or less! That adds hE 

up to more calls per day—and ¢hat means . _ 
money! Setvice calls that include chang- | New Jersey. Malonee has been named 
ing ordinary filters take a lot of time—not ) | to the staff of the headquarters mar- 
to mention cleaning up the mess on the os keting department of the parent com- 
floor. With a WIX Spin-on Filter—there’s 
no mess...a twist of the wrist and the er ee peer —_ 
sie cit. seeines cules ond dn one Exclusive POROSITE as manager OF retail marketing anc 


: ° pleated paper filtrant with | devel nt. 
WER Filter is on! 228 square inches of fil- nia asi 


The WIX Spin-on Filter has everything _ tering surface. 
...€xtra Capacity to cut down call backs... €& Lennox Handbook 

filtration to capture even microsopic con- = Easy to convert from old aa a 
tamination...exceptional flow character- style, time wasting filters. wins national Award 
istics...even a safety locking feature to oe i a a Seal 
discourage tampering. Removes even microscopic PRODUCER'S COUNCIL, Inc., a nationa 


; contaminants ...up to 120 | organization of manufacturers of build- 
Ic all boils down to serving the customer gallons per hour gravity ‘ 


better — speeding up service and — flow. ing materials and equipment, has an- 
INCREASING YOUR PROFITS. Install od nounced that the Engineering Hand- 
WIX in every home you serve! | book published by Lennox Industries, 


V. Malonee as marketing manager in 


pany in Houston, where he will serve 


& | Inc. has been chosen to receive the 


group's Certificate of Merit. 

The Handbook is an organized and 
indexed presentation of all engineer- 
ing data on the company’s complete 

OIL BURNER FILTERS product line including residential, in- 
WIX CORPORATION - GASTONIA, N. C. 1 dustrial and schoolroom heating, ven- 


In Canada: Wix Corporation Ltd., Toronto tilating and airconditioning 
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1. Mechanic studies Hydro-Flo 
Pak instructions. Clock is set at 
zero. 


5. Mechanic installs a 1” nipple 
and pump flange. Total time, 
4 min. 


9. Pressure Reducing Valve is 
now installed. Time, 11 min. 


2. Mechanic attaches companion 
flange to bench jig which serves 
as the boiler. Time, 1 min.— 1 sec. 


6. Booster is mounted and top 
flange attached. Total elapsed 
time, 6% min. 


3. Mechanic assembles Inline 
Airtrol Fitting. Time at this point 
is 2% min. 


7. Mechanic installs Airtrol Tank 
Fitting and %” nipple. Time to 
here, 8 min. 


10. Here's the completely 
installed BaG Hydro-Flo 
Pak. Total assembly time 
—11 minutes. 


4, Installation is for side outlet 
boiler, so 1” plug is installed in 
Airtrol. Time to here, 3% min. 


8. Installing the Compression 
Tank brings total elapsed time 
to 92 min, 


ro 
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= 
- 
+ 
\- 
- 


ral 


BOILER PIPING COMPLETED IN I] MINUTES with a 


B:G Hydre-Fie PAK 


The pictures tell the story! The B&G Hydro-Flo Pak permits boiler piping to be done in your shop with an amazing 
saving in time. You can do a better job because the Pak is pre-engineered ... you can do it at lower cost because you 
know accurately the time required to pipe the boiler. 


In the B&G Hydro-Flo Pak, the basic piping around the boiler is furnished, cut to exactly the right lengths—takes 
only minutes to install the various pieces of equipment. A big feature of the Pak is the B&G Airtrol System—the 
only guaranteed method of removing air from a hot water system and keeping it out. 


Hydro-Flo Pak pre-planning and pre-engineering helps you sell because they reduce the cost—B&G quality assures 


you of customer satisfaction. 


Choice of two Hydro-Flo PAKS 
No. HFP-100 consists of a B&G Booster, famous for quiet operation... 
guaranteed B&G Airtrol System...B&G Pressure Reducing Valve... 
separately packed B&G Compression Tank...pre-cut pipe and fittings. 


No. HFPA-1 


(for ‘package’ boilers with 


same as above less the B&G Booster. 


BELL & GOSSETT 


c OM P AN Y 
Dept. GS-7, Morton Grove, Illinois 


pump) 














Stock & Storage Racks 
designed for your 


Oil Service Truck 











Built for long life of steel. All shelves wit 
adjustable bins. Models to fit all style bodies 
quickly and easily installed with simple hand 


6 Greenwood St., 








EASILY SELF INSTALLED 
Write For Catalog And Prices 


NEVLEN CO. INC. 


Wakefield, 


Water Proof—Key Locking Shelves 


Mass. 


MODERNIZE your 
OIL SERVICE TRUCKS 
SAVE TIME & STOCK 


Heavy Duty Steel 
SIDE COMPARTMENTS 








Sid Harvey’s Diversifies,. 
buys Philadelphia Co. 


IN ACCORDANCE with their previ 
ously announced diversification plans 
Sid Harvey's has acquired Victor Sales 
& Supply Company, a wholesale air 
conditioning and refrigeration suppl) 
company located in Philadelphia, Pa 

Victor will operate with the same 
personnel and policies, except that 
former owner Alexander H. Holcombe 
will now be executive vice president 
with Steve Harvey as president and 


treasurer in an inactive role. Walter 


Reeves, formerly vice president of Sid 
Harvey of New Jersey, Inc., will be the 
only active officer from the Sid Harvey 


reanization 


New Bulletin available 
Babeox & Wilcox 


\ THIRTY-FIVE PAGI 


from 


illustrated bul 
letin on insulating firebrick has been 
made available by Babcock and Wil 
cox, New York. The booklet contains 
i complete discussion of the product 
charted information on applications 
Copies of Bulletin R-38, "B & W In 


sulating Firebrick,” are available upon 
request from Department W, The Bab 
cock & Wilcox Company, Refractories 
Division, 161 East 42 Street, New 
York 17, N.Y 


Hlustrated Catalog 
Published by Dunkirk 

A SIXTEEN PAGE illustrated catalog 
covering the complete line of Dunkirk 
Radiator Corporation, has just been 
published 

Copies are available by writing the 
Dunkirk Radiator Corporation, Dun 
kirk, New York. 


s 


DYNATHERM 


is the HOTTEST unit on the market today! 


Dynatherm fuel oil 


Savings were spectacular during 


last year's most severe winter weather test ever put 
to heating equipment. Average savings were even great- 


er than 402 
Tell your customers 


over other heating units and methods 
IT PAYS TO REPLACE WITH 


A DYNATHERM. Want proof? Write! 


IMP 


Important Money Preserver! 


ES EDEL. FE: EXE. NOI 


EFOUNDRY & MACHINE Co. 
AUTOMATIC HEAT DIVISION 
225 W. SECOND ST., BETHLEHEM, PA. 


OTHER BETHLEHEM PRODUCTS: CHEMICAL PROCESS EQUIPMENT, ENVIRONMENTAL ENGINEERING EQUIPMENT 


EMENT MILL MACHINE ACHINERY, FOUNDRY, FABRICATION AND MACHINE SHOP SERVICES 
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EYE 
OPENER! 


The facts about transistorized 2-way radio 


(FROM THE LEADER IN RADIO—RCA) 


If you’re cautious about specifying transistorized 2-way Check These Important Sections: 
radio for your business... if you don’t have full facts on e How 2-Way Radio Finds “Hidden” 
the newest developments in radio communications equip- Profits 

ment... you'll want to read this “Best Seller’ by RCA. e Inside Story on the “LD” 

It’s a fact-filled booklet that delves inside the “LD” (Low 
battery Drain) Mobile Radio; shows you why the “LD” gives 
you all the advantages of transistorization at a price com- 
parable to all-tube equipment. Transistorized—yet easily aha the cow “LD” ts tadeate bee bert 
serviced. Miserly in power consumption—yet generous in Send coupon for your copy of this inform- 
performance. ative booklet. 


e Why Transistors? 
e Nationwide Servicing 


Read all about 2-way radio. You'll see 


RADIO CORPORATION OF AMERICA 
Telecommunication Center, Dept. X-252 
Meadow Lands, Pa 
Please send me FREE BOOKLET on the new 
"LD" Mobile Radio. 
Have RCA Communications Specialist contact me to 
discuss today's best value in 2-way radio. 


NAME TITLE 





COMPANY OR ORG 





The Most Trusted Name in Radio 
ADDRESS 





R RADIO CORPORATION OF AMERICA 
CITY COUNTY 











PERFORMANCE STN 


RUEEIVIAIN i ae 
with exclusive af 
“NEVER-CLOG” FILTER 


Designed for furnace cleaning! ‘‘Never-Clog’’ filter 
guarantees constant maximum suction. Sized right 

. fits car trunk, carries easily in one hand. Versatile : 
tool kit included. Use Pullman . . . the vac backed by a on small delivery 
generation of furnace cleaning experience. trucks, mobile or 


GUARANTEED aN 





NEW PRODUCTS 


Offer Brodie low capacity 
| positive displacement Meter 
THE BRODIE BiRotor Meter, designed for petroleum 


products, has a 40 gpm positive displacement. Model B-31 
is suitable for use 


stationary con- 


Every Pullman struction fueling 


complete with: equipment, low 


@ ‘‘Never-Clog”’ 
Filter ak ing ig 
© 27" Metal a : lines Working 


capacity transfer 


Crevice Tool ———————— ‘ 1 pressure is 125 

@ Power Blower ‘ 
Nozzle : . 

@ Handy . Model B-31 has 
bot tJ 0) -1 am Mele) | \ single case con- 

@ Flexible Metal 
Asbestos- ae ; 
Packed Hose A ogy equipped with a 
10’ Long 2” Brodie Quantrol for automatic control of delivery and can 
Heavy Duty 
H 


psi 
struction, may be 


be serviced without disturbing line connections. 
Made by: Ralph N. Brodie Co., San Leandro, Calif. 


New zoning Valves by W-R 
balance hydronic Heating 


WHITE-RODGERS has introduced two series of water zone 
valves: the Zone-A-Flow straight-thru type, for multiple- 
pipe systems, and the Zone- 

A-Loop diverting type, for 

single-pipe installations. 

Weighing slightly over 4 Ibs., 

the valves are operated by a 

shaded pole motor. The gear 

morvet 


train is made of DuPont Del 


eperatiee 


Pv — 1 ee 
PULLMAN Vacuum Cleaner Corp. Send further —_— completely immersed in lub 
25 Buick St., Boston 15, Mass. Information to: E : 


ricating fluid and sealed in a 


RR coraduadsnacaesen Peceeesuts Miu aeavaiquarsiaccusasseneclkien , nq r metal case. This construction, 


Street combined with the unit’s slow 
FOC. oo ccccceces 


rin®. Motor and gear train are 


opening and closing, is designed to reduce operating noise. 

Valve stem design is of barrel type; the stem is self- 

FIRST IN SALES THROUGHOUT THE WORLD. aligning and utilizes line pressure for seal-off. A terminal 
Beer ee _— panel is wired by “Push-in” connections; a wire stripping 
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PROGRESS! 
WHISTLER 


FILL-SIGNAL 


If you have tanks piped without audible 
fill-signals, you can now install the latest 
and finest — the WHISTLER! Model E is the 
only whistle which can be installed without 
disturbing the present piping. Takes only a 
few minutes during a routine call or summer 
check-up. Model D is for new installations. 


Cost is so nominal you can equip all your 
jobs for fast, safe deliveries. 


WELL BUILT Completely protected 
against corrosion. Lasts indefinitely. An 
engineering triumph for you by Applied 
Mechanics Company. 


SAFE The Whistler is Underwriters 
Approved. Gives top performance with- 
out fail. Has been thoroughly field-tested 
nationally. Pitched for ideal, easy-to- 


hear signal. Gives less back-pressure 
than do competing exhaust signals, 
should tank be over-filled for any reason. 


EASY TO HANDLE The Whistler is 
ore compact; lighter than th the 
bight of competing signals. Takes less 
rage space. Costs less to ship. Can 

stalled in a jiffy. Only one size E and 


WHISTLER size D to stock. 


(actual size) WER PRICED The Whistler’s exclu- 
another fine product from esign and manufacturing process 
Gacntian Oa Fithog. t lower price to bring you easier 

more sales, and greater profits. 
the Whistler is used with the 
an or other fractional-reading 
vou have all the advantages of 
arate instruments at less cost 
combined signal-and-gauge. 


A be Pp L i F D prices and complete information. 
MECHANICS — 
COMPANY a 


bushing 





whose current engineering personnel have been 
prominent among pioneers in automatic oil heating 
equipment since 1919 — gauge makers since 1937. 


381-389 CONGRESS ST. 
BOSTON 10, MASS. 


A 


























. ..«» New Products 


gauge is set at the top of the panel. Wires can be disen 
gaged by depressing a pin set beside each of the wire holes. 
The visible, automatic recycling manual operator is a 
notched wheel which turns with the stem and shows stem 
position at all times. 


Both valves are available in either 2-wire or 3-wire types 


A built-in line voltage auxiliary switch is also available 
for both. Units meet FHA requirements for zoning split 
level homes. Only one circulator and one relay are required 
for the entire system, no matter what number of individ 
ually temperature controlled zones 

Made by: White-Rodgers ¢ 9797 Reavis Rd., St 


Louis 23, Missouri. 


Watts announces a new Line 
of water tempering Valves 
A LINE of water tempering valves designed for large 
hot water supply systems has been announced by Watts 
Regulator Co. No. 170 Series features 
bronze bodies 
ca With a 10 Ib. pressure drop, the 1” 
size passes 31 gallons per minute, and 

the 11%” size 44 gpm. Thermostatic 
elements are interchangeable in all 
five sizes 

Made by: Watts Regulator Co., 10 


Embankment Rd., Lawrence, Mass 


HIGHE 





NO MOTORS, FANS OR BEARINGS IN EXHAUST LINE 


Quickdraft 


PERFECT 
DRAFT-CONTROL BY 


%& EXTREMELY HIGH NEGATIVE PRESSURES 
*% ACID RESISTING FINISHES 
%& HIGHLY EFFICIENT WITHOUT CHIMNEY 


FOR INDUSTRY ... Now you can boost the combustion efficiency British 008,990 
of your boilers, regardless of the fuel you use. Quickdraft power- 
draft units provide instant controlled draft and completely remove 
all combustion, corrosive and noxious fumes at high temperature 
without passing them through the blower and motor. Maintenance 
costs are drastically reduced. Specify a Quickdraft unit to meet your 
particular requirements from a wide selection of various sizes. 


FOR INSTITUTIONAL AND COMMERCIAL BUILDINGS 
. . . Quickdraft eliminates costly, tall and unsightly stacks. Vent 

om, incinerators, heating plants and water heaters 
safely and efficiently 


at roof level 


FOR CORROSIVE SERVICE 





One of many actual 
installations with or 
without chimney. r 





10176-QD 








86 





COMBUSTION EFFICIENCY! 
LOWE. MAINTENANCE COSTS! 


All Quickdraft units are available in standard acid resist 
ing vitreous enamel, 316 stainless steel, carpenter 20 rigid today 
plastics (P.V.C), and with plastic or Fiberglas coatings 


Quickdraft 


CORPORATION 


P. ©. BOX 87-F, CANTON, OHIO 


Lennox horizontal oil Furnace 
features twin-pass Radiator 


LENNOX 0S6-119 horizontal oil furnace features a circutt 
ing of combustion preducts designed to give an efficiency 
of 800% and an 
oil burner per 
formance of 10‘ 

COs at zero 
smoke. By _ pass 
ing the flue gases 
through the wrap 
around secondary heat exchanger twice, additional heat is 
wrung from the products of combustion before entering 
the flue. A baffle is placed in the secondary exchanger 

Blower is equipped with a 3450 rpm motor, is a con 
ventional Lennox type, with hammock style filter of 4.8 
square feet area, and a maximum design face velocity of 
330 fpm. Air delivery is calculated at 780 cfm for heating 
and 1600 cfm for cooling, anticipating the addition of up 
to 4 tons of airconditioning. Blower bearings are rubber en 
closed, self-aligning, sleeve-type, graphite-impregnated, with 
grease Cups. 

The oil pump operates at conventional speed through a 
pulley and belt speed reduction. Nozzle furnished is .75 
gph providing 105,000 Btu input and 84,000 Bru at the 
bonnet. Maximum U.L. approved nozzle size is .85 gph 
giving 119,000 Bru input and 95,000 Bru at the bonnet 

Made by: Lennox Industries, Inc., Marshalltown, lowa 








Patents 
U.S. 2,722,372 and 2,855,874 


Canadian 593,817 
Other patents pending 


Write for QUICKDRAFT 
ENGINEERING DATA 
on your letterhead 





MANUFACTURERS OF ALL TYPES OF 
MATERIAL HANDLING UNITS WITH 
EXTREMELY HIGH VELOCITIES. 
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The little extra you pay for Purolator filters buys features 
and performance you just don't get in ordinary filters. 
The picture shows you the difference; here’s what this 


difference means to you: 


€} Nozzles last longer because the Purolator Micronic 
element filters out abrasive particles as small as 0.0005 
of an inch. A waste-type filter medium, no matter how 
much it’s compressed, simply can't filter that fine, even 
when it’s new. 

@ Filters last longer (a year or more without serv- 
icing ) because every Purolator filter has over 200 square 
inches of filtering surface, enough to filter over 7,000 


Filtration 
For Every Known 


Fluid 


ucloi 














gallons of fuel oil without replacement. 


© No channeling or unloading, ever, because the 
Micronic element is precision made from a single pleated 
sheet of resin impregnated cellulose that resists water 
and acid, won't shrink, stretch, distort, flake or deteriorate. 


© Nospillage, no air leaks. The depressed head on the 
Purolator housing eliminates spillage when servicing. 
The recessed gasket seal makes an airtight fitting 
between case and head. 

And because Purolator filters filter better, longer, you 
make fewer trips, have fewer problems fulfilling your 
service contract. For full information, write to Dept. 2577. 


PUROLATOR 


PRODUCTS, INC. 


RAHWAY, NEW JERSEY AND TORONTO, ONTARIO, CANADA 

















COMPLETE 


HEATING AND COOLING 
UNITS 








The one low price includes 


1. Heating unit, with larger motor and drive, 
for higher static pressure. 


Insulated plenum that fits and is finished 
to match unit. 


Evaporating coil. 
Air cooled condensing unit. 


gp YL 


Cooling control panel. 


Combination heating and cooling 
thermostat. 


7. Protection Plan on condensing unit. 


WRITE ..... a=. 





. . for information 
and name of 
nearest distributor 
























THE JOHNSON FURNACE COMPANY 
2129 WEST 117th STREET, CLEVELAND 11, OHIO 
























.... New Products 


Mobil Liquid Burner Cleaner 
simplifies burner Tune-ups 

MOBIL OIL has begun marketing Mobil Liquid Burner 
Cleaner, a chemical which is injected directly into the 
burner system, al 


though oil and 
cleaner are not 
mixed 


The cleaner sim- 
plifies burner 
tune-ups by clean 
ing screens, pump 
and nozzle, reduc- 
ing soot in boiler 
and furnace interiors within 20 minutes. The cleaner burns 
like fueloil and during the burning a catalyst is released 
and deposited evenly on the surface of any soot. The 
catalyst allows the soot to burn off. 

The cleaner was developed at the Mobil laboratory over 
a period of three years and passed thorough field-testing in 
Minneapolis, Philadelphia and New York. 

Made by: Mobil Oil Co., 150 East 42nd St., New York 

17, New York. 


Delavan now has Type ‘W’ Nozzles 

in Range of Sizes up to 2.00 gph 
DELAVAN has announced an extension of its line of Type 
W” all-purpose oilburner nozzles. Heretofore available 
only through 1.35 gph, these nozzles now can be supplied 
£65, 1.7 


The “W” nozzle is especially manufactured, tested and 


in 1.50, 5 and 2.00 gph. 


calibrated for the small burner sizes and is sold as a pre- 


mium nozzle. 
Made by: Delavan Mfg. Co., West Des Moines, lowa. 


Thermodrive is introduced as 
variable-speed blower Control 


A VARIABLE-SPEED blower control for use with home 


heating systems, is being offered by Thermo-Products, Inc 
Gradual delivery is designed 
to end cold register gusts, 


and 


flue losses by putting more 


minimize — stratification 


available heat into a house 
and circulating it longer. 
Thermodrive is available as 
factory - installed, optional 
equipment on Thermo-Prod- 


ucts’ oil furnaces; also installs 





on other brands. 

A flexible hose passes sample plenum air over a shrouded 
bellows which expands or contracts in response to the 
temperature of the air sample. Bellows pressure against a 
split pulley on the motor shaft changes its diameter, thus 
varying the speed of a split pulley on the blower. 

Made by: Thermo-Products, Inc., North Judson, Ind. 
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it’s one thing 
to get an audience... 


... but it’s something else to get them to pay to see the show! 

In fact, it’s hardly any work at all to get a crowd. People are curious by 
nature, but notice how fast their interest withers when an admission fee 
is attached. 


Chances are that if we passed out copies of this publication on some street 
corner, just about everyone would accept a free copy — if not out of 
interest, surely out of curiosity. 


Oversimplified, perhaps, but that’s why we are choosy about who receives 
this publication. 


Before your subscription was accepted, we asked a lot of questions about 
your occupation, title, and business. We wanted to be sure you had a 
real vocational interest in the field we serve. 


Secondly, we further separate out the curious from the 
interested by charging an admission fee. You, and only you, 
are the judge of whether or not our editorial show is worth 
seeing and reading each issue. 


You continue to receive copies of this publication — not 
because your name is Smith or Brown or Jones, and not 
simply because you happen to be an engineer or plumber 
or administrator; but because you asked for it and were 
willing to pay the admission price of a subscription. 


The audited facts about our paid circulation audience 
are available to interested advertisers and advertising 
agencies in the tell-all reports of the 

Audit Bureau of Circulations. 


FUELOIL & OIL HEAT 


ABC Paid Circulation--Measure of the Paying Audience 


A 89 








Here's why 


AT-A-GLANCE 


TANK GAUGES 


are tops in sales and performance 


ACCURATE, DIRECT READING — 

Red indicator and large, non- 
fogging calibrated scale provides clear, 
visible reading from any angle 


HEAVY DUTY CONSTRUCTION — 


Non-leakable double wall dome 
secured to die-cast, non-corrosive zinc base 
assembly. Withstands 70 Ib. cir pressure 
per sq. inch. Fully guaranteed. 


FOOL-PROOF MECHANISM — 
Simplified lever-type action. 
No magnets, gears, cams or springs to 
wear out. Non-corrosive thruout. 


PROTECTED CORK FLOAT — 


Triple coated with phenolic base 
Bakelite. Absorption-proof. Resists 
oils, alcohol and other chemicals. 


EASY TO INSTALL — 
Install quickly and 
easily, even in 
partially filled tanks 


5) FITS ALL TANKS — 


Factory adjusted to fit all tanks 
up to 12’ deep with standard openings 
of 2°’ (Model D-2) or 12" (Model D-1'/2 


Fastest selling in the industry, Sentry AT-A-GLANCI 
gauges are recognized for their superior qualities of 
accurate measuring, clear visible reading, rugged but 
simplified construction and long-life durability. They 
are fully guaranteed and “listed as standard” by 
Underwriter’s Laboratories. Complete Literature, Sales 
Brochures and Counter Displays available 





SENTRY Superior Quality THERMA-GAUGE 
Similar to the standard AT-A-GLANCE gauge at 


and a two-piece die cast plug-n 
permits simplified tank installatior 








STOVE AND SPACE 

HEATER GAUGES 

Several models with accurate 
easy-to-read indicators to 
all tanks. Also models for 
small tanks such as power 
mowers and outboard motors 


REMOTE READING 

TANK GAUGES 

Several models for outdoor 
reading of levels in tanks 
indoors, underground or 
at delivery fill pipe 


KRUEGER, Seadey GAUGES 


GREEN BAY + WISCONSIN 





New Products 
Line of Evaporators 2 to 7 Tons 
added by American-Standard 
MODEL RC-V (illustrated) is an upflow unit designed 
to be placed on top of a blower-equipped basement or 
utility type warm air furnace 
or in ductwork through which 
air is being discharged in an 
upward direction. It is avail- 
able in 2-, 3-, 4-, and 5-ton 
capacity. For down-flow ap 
plication, Model RC-C, an 
adapter kit permits the coil 
to be placed directly below a 
counterflow furnace where air 
is discharged downward into ductwork below the floor, in 
slab or crawl space. The downflow evaporator is available 
in 2-, 3-, and 4-ton capacity. 
Model RC-H horizontal air flow evaporator is designed 
for installation in the horizontal ductwork and comes in 
3-, 4-, and 5-ton capacities. 
lel RC-B with universal blower, may be installed 
houses where the furnace blower is inadequate for summer 
uir distribution and for use with independent duct systems 
in houses, stores or offices with steam or hot water heat 
It also is equipped with optional 4-directional grill for 
free air discharge, in capacities of 2-, 3-, 4-, S- and 7-tons 
Made by: American-Standard Air Conditioning Divisi 
0 W, 40th St.. New Vork 18. New York 


Century 
summer 

winter @2= 
system =... 


THAN HEATING ALONE 


Here is central year ’round air conditioning 
as easy to install as many plug-in appli- 
ances. Priced to make you a profit... built 
to eliminate annoying service calls. You 
keep the profit you make. 


FURNACE—Oil fired 

all types 
EVAPORATOR 
Matches furnace—no 
field transitions 
COMPRESSOR-CON 
DENSER—Remote 
type—installs in 
minutes 


entur 


CEDAR RAPIDS, |OWA 
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TAKES 
SPACE 
ONLY 
A LITTLE 
LARGER 
THAN 
THIS 
MAGAZINE 





... YET IT’S A COMPLETE TRUCK METERING SYSTEM IN ONE WEIGHT-SAVING COMPACT 








for a better 


measure of profit 





Everything you need for accurate metering of fueloil or gasoline is built into one 
weight-saving unit in Neptune truck meters: an efficient air-release to remove 
slugs of air, a large capacity strainer to prevent dirt stoppages, a time-saving auto- 
matic quantity control valve, and confidence-building ticket-printer. 

Only Neptune gives you all these in so little space, with so much saving in 
weight. Only three connections to make. No “extras” to buy . . . fewer chances for 
leaks . . . less chance for improper installation. 

Most important . . . all these important accessories are designed by Neptune, 
assembied by Neptune, and calibrated as one unit by Neptune. 

Add Neptune’s splendid reputation for sustained accuracy and low mainte- 
nance, and you have the oil marketer’s most sought-after business friend. All sizes. 
Ask your Neptune Equipment Jobber or tank truck manufacturer for details. 


NEPTUNE METER COMPANY 
47-25 34th St., Long Island City 7, N. Y. 


‘ beats a L/QUID METER DIVISION 
Branches and Jobbers in All Principal Cities 


In Canada: Neptune Meters, Ltd., Toronto Ontario 














Superior Filtering for all 
Oil Burning Equipment! 


Keath nico 


nO ee Ok ee oe 


There's ao Klemm Fuel 
Filter for every standard 
burner using No. 1 and 
2 fuel oil. Your choice . . . 
metal or glass bowl. 
“Millions Since 1932." 
1. Practically no flow 
resistance—true 
depth filtration. 


OILMEN FROM 





Connecticut 


Hartford, Conn. 


FF-430G 


. Simplified construc- the evening. The 
3 


FF-430 U/L 


n 








tion for simplified 
service...no tools 
required. 

. Eliminates nozzle and 
line clogging for 
increased burner 
efficiency. 

4.All parts...Hi- 
Chrome and Brushed JR-60 


we 





PK-150 U/L 














chemistone 

ontrolled porosity element ossures 
sparkling, crystal-clean fuel oil every 
minute. Traps water removes dust, 


rust and scale by 


Klemm PRODUCTS 





Inc., Rochester, 


Connecticut Association 
holds annual Convention 


. sections of Con- 
necticut attended the Eleventh Annual 
Convention and Trade Show of the 
Petroleum 


May 25, at the Hotel Statler Hilton, 


Che affair highlighted oil education 
during the day, with a gala banquet in 
featured luncheon 
speaker was Glenn L. Werly, president 
of the newly formed National Oil Fuel 
Institute, who spoke on “Developing 
positive Programs of all Segments of 


Zine. the oil Industry.” 


Annual Outing staged 


THE OIL HEAT Institute of Rochester, 
New York, held its 


INDUSTRY GROUPS i" 


(Begins on page 40) 


Association, 





Ray Nathan (left), chairman of the board 
of directors, Oil Heat Institute of Long 
Island, and President Leonard Braun 
(right) awarding OHILI’s distinguished 
service award to Fred Heaney, last presi- 
dent of the Oil Heat Institute of America, 
for his outstanding contributions to the 
industry. The presentation was made at 
the association's 6th annual dinner dance. 


Rochester Association 


Washington OHI Selects 
Executive Secretary 


Division of annual outing June 22, at the Lake HARRY CLARKSON HAS been selected 

KLEMM AUTOMOTIVE PRODUCTS COMPANY een Cc ae REL OE aE 
$508 Meets Goeeet: Reeene + Gieege @, Wash Shore Country Club, in Rochester. 1S the new executive secretary of 
EXPORT: Guiterman Co., Inc., New York 4 Featured events were golf, games the Oil Heat Institute of Greater 





CANADA: Elgee, Ltd., Toronto 











Meial instremeat Chest 





“Instrument check- 
ups open the doors 
to profitable equip- 
ment sales.” 


TEMPOINT 
Stoch Thermometer 





DRAFTRITE 
Draft Gouge 










pj... QUALITY INSTRUMENTS 
that Pay for Themselves 


The FYRITE Service Kit provides a complete 
set of accur ate, quality-built com Dustion-testing 


instruments at the lowest cost. It includes the 

FACTORY FYRITE CQ, Indicator which is unsurpassed 

$56.70 NET for fast, accurate flue gas analysis; and also 
contains the popular DRAFTRITE Draft 


Sold by Alert 


2 if d tk TEMPOINT 200°-1000 
Heating Jobbers al There a es 


Dial Thermometer. 


BACHARACH INDUSTRIAL INSTRUMENT CO. 
200 N. BRADDOCK AVE. © PITTSBURGH 8, PA. 
Send FREE Bulletin on Profitable Uses of Service Kit 
NAME___ 
COMPANY 
STREET ADDRESS _ 
CITY & STATE 


92 


and a steak dinner 





Washington, Inc., Washington, D.C., 


ez FF 
PORTABLE 
SOOTIWASIAER 


FURNACE CLEANER 


a 











Easily carried — Heavy 
duty performance — 
more economical—maxi- 
mum filtration — ma- 
neuverable — New 
elastic top filter bag 
snaps on and off for 
easy cleaning 


COMES COMPLETE WITH 


® 10’ duck covered hose 
@ 27” furnace cleaning 


tool 

@ 10 reusable paper 
filter bags 

® Handy hose carrying 
cage 

®@ Available without 
wheels 


Distributed in Canada by 
Imperial Refractories & Equipment Ltd. 


“nastercra 


INDUSTRIES 


INC. 


©®@ 


109 Lanza Avenue - Garfield, New Jersey 
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THERE’S 
ONLY e 
ONE ° 
THERMOLOK- ° 
ADAPTO ° 
IGNITION . 
TRANSFORMER : 
_.. AND ONE 2g 

DOES THE 


These 


Check these 
THERMOLOK-ADAPTO advantages: 


Reduces inventory space and costs 
Adaptable to 80% burners serviced 
Shielded to prevent radio or TV inter 
ference 

Eliminates temporary hook-up and call 
backs 

Takes all standard terminal fittings 
Mid-Point grounded 

Has 3 sets of terminals 

Competitively priced 

U.L. and C.S.A. approved 

Guaranteed 18 months 

advantages 


speak for themselves 


Available in 115V or 220V—see your local 


jobber today! 


Ale}: Me) a 
TWELVE! 


succeeding A. Graham Shields, who is 
retiring after 15 years of service with 
the association. 

Che organization also announced the 
election of officers and directors. They 
ace: T. J. 
Stump, vice president; and D. E. Wells, 
treasurer. Directors are: L. B. Wilson, 
A. P. Wilson, C. A. Blinston, N. Cohen, 
D. E. Wells, H. E. Bealer, T. J. Fan 
non, F. Seaton, and L. J. Stump 


Fannon, president; L. J 


North Shore Council 


selects new Officers 

AT THE ANNUAL meeting of the North 
Shore Home Heat Council, Massachu- 
setts, held recently, the group’s 1961 
promotion program for oil heat was 
presented. Speakers included Robert 
Cullen and Joseph McEnaney, Boston 


THERMOLOK MFG. CO., INC. 


10998 Tulip Ave., Franklin Square, 
Long Island, N. Y 


ii Sega SS 


oS se 


Home Heat Council; and Earl Hoff- 


man, Silton-Brothers-Callaway, adver- 


tising agency. 


New officers and directors for the 
Council were also elected. They are 
president, Lee Hersey; vice president, 
Harold 


Davies; and secretary, Walter Lander 


Richard Clarke; 


treasurer, J 


gan 


BHC’s home salesman’s 
Handbook wins Award 


A HYDRONIC 
Salesman’s 
New 


Council, York, won 


cate of Merit award from the Produc- 


ers’ Council and the National Associa- 


tion of Home Builders. 


SALES TOOL, The Home 
Handbook, produced by 
the National Better Heating-Cooling 
a Certifi- 


leaf handbook which provides informa 


tion needed to answer prospective 
home buyers’ questions about heating. 
The handbook is designed to make the 


builder's salesman a “heating expert.” 


N.C. Spring Convention 
has large Attendance 


THE SPRING CONVENTION of the 
North Carolina Oil Jobbers Associa- 


tion, Raleigh, North Carolina, held in 


Pinehurst, N.C., recently had more 
than 550 in attendance 
Included among the speakers at the 


William 
Meenan Oil Company, Levittown, N.]., 


convention was Henwood, 
who told the convention of his firm’s 
success in converting gas to oil. 


Carl N. Harris, Durham, was award 


The prize winner is a 60 page loose 


ed a placque for having contributed 


Widest Selection of AIUIMMEW ESS available from OPW 


t4 


xy » “ 
Looking for a selection of P Se . * y 
liquid loaders and liquid (Pra a i 
loading equipment? Look to : 
OPW — you'll find liquid 
loaders by the dozens. 
SLIDE SLEEVE TYPES, 
SCISSOR ARM TYPES, 
BOTTOM LOADERS, SHORT 
RANGE AND LONG RANGE 
TYPES . . . A COMPLETE 
SELECTION. SIZES FROM 
2” TO 6”. 


Cpecial Loading “Problems ? 


Standard OPW products can be arranged to 
solve the problem and save you many dol 1 

lars. Choice of 4 different loading valves DOVER CORPORATION DIVISION 
Selection of construction materials. Dozens 

of different swivel joints. Long or short 272 ema . 400 + Twx 

drop tubes VALVES. COUPLINGS. SPECIALTY PRO 5 FOR HANDLING HAZARDOUS LIQUIOS 


ONLY opw OFFERS YOU 
ALL THREE METHODS FOR 
BALANCING LOADING ARMS 


Brand new cata 
log gives you all 
facts, figures about 
OPW Liquid Load 
ers. Filled with 
drawings, photo 
graphs, charts to 
help you. Write 
today, ask for 
Catalog LL. 





* counterbalance 
* compression spring balance 
* torsion spring balance 


e 01 & 93 
liters 








<a FLOOR FURNACE 
$1000.00 =a with a FILTER 


R E WW A E D 1 eat ONLY G/A HAS THESE ADVANTAGES 


30° HIGH . . . 1642" below joist 


Assures you of Superiority INSULATED JACKET 
of HIDY Degree-Day Recorder \ Saat araekeeee 
Delivers more Lease it RETURN AIR OPENING 


Gallons Per Mile for $95 ‘ Model Se return-duct if used 


We'll give $1000 to any_ individual whc . C-85-FB for filter removal or furnace service from 


first brings us acceptabie proof that a to 
other Degree-Day Recorder is more accurate } OIL-FIRED a PRE.ASSEMBLED & WIRED 

ot See oe eielet 2 mainta 85,000 Btu 

than the Hidy Degree-Day Recorder. Save up “ 

to 30% of trucking and bookkeeping costs. Leading firms repor Output GENERAL ———_« 


more gallons per delivery; fewer trucks do the same jot ng the 
Hidy Degree-Day Recorder and Degree-Day System ‘ 
WRITE FOR BULLETIN FOO7 TODAY = = 2300 Sinclair Lane 
6988 FIVE MILE R . 
HIDY-BROWN RECORDER CO. S728 FIVE MILE RD. ines sin: sickle aii Baltimore 13, Md. 
CALL, WRITE OR WIRE NOW EAstern 7-7703 














the most to the advancement of the be held in the Canadian Room of the both of Chicago, held their thirtieth 


heating oil industry in North Carolina Royal York Hotel, Toronto, October annual spring golf and dinner party 


and it was decided that executive sec 31 through November 2, 1961 June 22, at the Gleneagles Country 


retary Don Ward will conduct a series [he association’s general manager, Club, Lemont, Illinois 


of meetings throughout the state for Terry McLorg, says that he expects Golf, dinner and a prize draw were 


the purpose of teaching members how record number of firms to exhibit features of the event 
to compare fueloil costs with electricity it the show. He also reports that a 


and natural gas. record attendance is expected 


x 


C. J. Stewart has been elected presi 


‘ ea ‘ : dent, The Rybolt Heater Company, 
Airconditioning Show COBA, BODA hold annual ie gn 
= Ashland, Ohio. Stewart, formerly vice 


« i ‘e ‘ ‘ “| . ; > >. : 
planned in Canada spring golf, dinner Party resident and general manager for the 
CANADA'S FOURTH Canadian Refrig THE BURNING OIL Distributors, and company, succeeds T. M. Rybolt who 


eration and Airconditioning Show will the Chicago Oil Burner Association, is now Board Chairman 





GEARED TO HANDLE PUMPING PROBLEMS —— 
omades It's The Truth 


You mav have a good image, but 
whether it shows up favorably in your 
P & L. statement depends upon HOW 
OFTEN the public 

is made to THINK 

ot your good im 

age. And, vou can 

nol make them 

think well of vou 

with statements 

said by ou about 

you. You can, how 

eve! be connected 

ED FISKE each week with a 
friendly, highly 

moral short story in your local news 
paper, if vou secure exclusive rights to 
our “columnist” service. Folks want to 
find the most honest dealer thev can, 
so it follows that there can be no 
greater asset than a good image of 
honesty and friendliness. We provide 
to one client only in cach newspaper 
THE VIKING GEAP-WITHIN. a columnist column of bits of philos 
@ wide range of pumping. prot sina 7 ed ba ophy, humor, and meaningful things 
inustey, chemical processing gene : y said by the best minds of the past and 
' j ex present. It gets the kind of reader fol 

many other industries, VIKING PUMPS handi 4 Micrent lowing enjoved by the feature syndi 
and at low cost. And VIKINGS ; yt t cated columnists, which is so far great 
thick, viscous tars. Originated ye 30, the VIKING er than the readership of an ordinary 
been adapted so successfu : t VIKING the ad format there can be no comparison 
largest exclusive rotary pump manufact nt wv In some cases, where clients formerly 


You men who specify and could not get good results from a local 


range of VIKING PUMPS, fron 

sel ened a nated castors oa ragecerg wervenegse —— this ~— 

is read the way their loca cople reac 

and ask for catalog 61SEE : local news items. Details a sol ob 

VIKING PUMP COMPANY, Cedar Falls, lowa, U.S In Canada, it’ ligation from Edward Fiske Co. (Pub 

**Roto-King”’ Pumps. Offices and Distributors in Princit Cities. See Your lic Relations) 2 Depot Plaza, White 
Classified Telephone Directory Plains, New York 


newspaper, we find they now enjoy 
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MAINTENANCE MAN‘S 


and | 
CONTRACTOR’S , M ALE TODAY . 
P= | BEST FRIEND ne Ciena. big my te te 


Spray, SSCSHSSSSSSSSSSSSSSSSSSSSSSSSSSESSSSSESSESEEOEEES ’ . > 
CHAMPION QUALITY ENAMELS Dealer Catalog. Low. low prices for 
AND LACQUERS IN FOOLPROOF CAN the newest wan fastest delive Ty. 


@ Chrome Aluminum Paints (all types 
a Metal-Glo Gold & Copper Finishe 
@ Special Aluminum Paints 
@ Fibrated Asphalt Aluminum Roof Coating 
_ Printery inc. 
_/ 


CHAMPION BRONZE POWDER & PAINT CO. | edaiaias 
2101 N. Elston Ave., Chicago 14, Illinois, Dept. HEAT 
CHURCH AT BLEECKER, ALBANY, N. Y. 


RAJAH TERMINALS 


FOR OIL BURNER SPARK PLUG 
IGNITION CONNECTIONS 
Made in Two Styles 
CRIMP TYPE and SOLDERLESS 














New! Display & Ignitor Kit No. 595 


HANGS UP! GF Yl ROLLS UP! — 
For Displa 
ow TCA, nathenndistenes Code No. C/T #11 Code No. S-SOS #11 


Attractive Vinyl in Serviceman’s Tool Box 


IGNITION COMPONENTS CO. THE RAJAH CO., 35 Verona Ave., Newark, N. J. 


P. O. Box 423 BLOOMFIELD, N. J 

















Adda “HANDYMAN” TRS Ta atm MSc NU Tc 
to your furnace 


exclusive hotel area of cleaning crew for _ Cy] VAN 
bi fits!gy - WO 
NEW YORK ps nen 4 » POWERVAC FURNACE CLEANER 


Bk AIR CONDITIONING 
~ oe | 
TELEVISION 


PRIVATE BATH 
IN EACH ROOM 


| _Housekeeping 
“ , Apartments, too 


Located in the 


Check all these Get your share of the profitable furnace cleaning business 
with a minimum investment that insures big returns 


aa se 
HANDY MAN The General “HANDYMAN” Furnace Cleaner is built 
exclusive features: with more power (up to 40 H.P.) and greater capacity 
than any other cleaner available today. Now... All resi 


© SPACE-SAVING MODERN DESIGN dential, commercial, institutional and industrial heating 

Corner 58th St. & Avenue 3 © ONE MAN OPERATION system cleaning jobs can be done with ease at a maxi 
mum profit 

erent © SELF CLEANING FILTER BAGS Investigate all the features and advantages of the Gen 

e FAST ALL WEATHER OPERATION eral “HANDYMAN"” Powervac Furnace Cleaner before 

’ I. you buy furnace cleaning equipment for your shop. Send 

—. oe Say Ban «= salen © LOW MAINTENANCE for our Profit Portfolio with complete information and 


gucsts. Single $9 t0 $12, Double $12 oT Gu. S001 rPER ng AN pp Ey 
re sues from $18. Lower © CONVENIENT HOSE STORAGE your way from more cleaning jobs, more repair jobs and 


er. week or month © 2 EASY-TO-REACH TOOL BOXES more replacement part sales for a profitable 1960. 


In its location, service, atmosphere and 


Write for brochure and map of A 
New York's most fascinating places | is Phone, Wire or wre 
to see and things to do Write Teday Wm. W. Meyer & Sons 
James A. Flood, Manager Ls INdependence 3-5127 ; 8260 Elmwood Ave., Skokie, Illinois 


GS 














“for those with an eye for 


QUALITY” 


all brushes from one 
dependable source 

OUR FULLY ILLUSTRATED 
CATALOG ON REQUEST 


Cice Brushes. 






FOR PLUMBING AND HEATING INDUSTRY 
146 FULTON ST. * BROOKLYN 1, NEW YORK 
PROMPT DELIVERY 








FIRE BOX 
& oilheat 


WANT ADS 





fueloil 


Advertisements are payable in advance 75c a line; 
minimum charge of $4.50 for 6 lines or less. 


No discounts. 


NOTICE — Those writing to Box Numbers, address: c/o 
FUELOIL & OIL HEAT, 2 West 45th St., New York 36. 


No Advertising Agency Commissions. 


TURN YOUR SURPLUS 
into cash 


INVENTORY of stoker, oil burne or gas control 
Mail list and price to Box 885 


DECALS—Service, nameplate or truck lettering and : made to your 
order. Easy to apply, uniform, distinctive, economical for small or 
needs. Write for catalog. Mathews Co., 827 S. Harvey, Oak Park, Ill 








REPRESENTATIVES: Manufacturer of a cc 
equipment needs additional representation 
Line includes oil and gas fired furns 
and air conditioning 
Box No. 1533 


ete 


e line of heating and cooling 
he east, selling direct to dealers 
packaged boilers, baseboard radiation 
High commissions and bonus. Reply confidence to 








SALES REPRESENTATIVE AVAIL 
of experience and youth. Permanen 
tacts. Technical and sales experienc 


are combination 
ablished con 
1g, electrical 





















controls and precision parts to O.E.M.’s, wh« rs, as well as airplane 
and missile manufacturers. University marrie children, Top 
industry references. Write ‘Sale Orland Fla 
NAMEPLATES FOR CONTRACTORS AN ERS Now available 
your free 1961 catalog showing ide é I alve tags, property 
tags, pressure-sensitive labels for Oil Burner Trade a jecals and truck 
signs. Easy to affix. Low cost. F eer and Code approved. Free samples 
and quotations. Write Seton Dept. F-17, New Haven 15 
Conn. Inquiries welcomed from Mar epresentatives and Wholesalers 








HAYWARD 
Rotary Atomizing Burners 
3%, to 12 Gph 
Boiler-Burner Units 
400 to 730 Sq. Ft. EDR Steam 
Pressure Atomizing Burners 
34 to 10 Gph 
Boiler-Burner Units 
200 to 2000 Sq. Ft. EDR Steam 


Write for rmation 


HAYWARD OIL BURNER CORP. 


125 Winter Street, Taunton, Mass 





franchise inf 


ranch Off 
198 Hagman Road, Winthroy 


Mass 

















Cut Servicing Time for MORE PROFITS 
with A4ydrova/ves QUALITY LINE OF 
OIL BURNER REPLACEMENT PARTS 


Precision Engineering together with Modern Factory 
Inspection Methods are your assurance of 
LONG-LASTING TROUBLE-FREE PERFORMANCE 











U( 


FUEL UNIT PARTS 


> 


CIRCULATOR PARTS 


Y frie y 8 er bber stocks the HYDROVALVE Line Ask him for Catolog = 60. or write direct 
co. 1319 Utica Avenue, Brooklyn 3, N. Y. 
Hydrovalve <x. agro 





WAN 91 burner ignition transformers in any condition Highest 
price Call in New York—REpublic 9-5990 
FOR SALE—TWO OIL BURNERS +D37688 Webster Electric Co twe 


Jefferson Electric Co., General Electric 
I oad protection. It can be used with group one and two controls 
th oil not heavier than number three. THE GEM CLAY FORMING 
SEBRING, OHIO. YEllowstone 8-2101 


tage fuel unit Ignition transformer 





FOR SALE—FUEL OII TRUCK 3000 gal.—3 
riginal 13,000 miles, tires 1200 X 24 
Ave., Miami Beach, Florida 


comp. 1952 CAB over 
SACRIFICE 
Phone UN 6-9584 


engine 
Write Bob lein 





WANTED MANUFACTURERS REPRESENTATIVES TO SELI 
OF BRUSHES TO OIL TRADE 


COMPLETE LINE 


State territory wanted. Write Box No. 1528 


SERVICE MANAGER—Leading Fuel Oil Company—Long Island—Seeking capable 
man with good knowledge No. 2 and No. 4 oil burners. Must be qualified to 

ise large staff of servicemen and dispatchers. Prxcelle opportunity. At 
e salary —Pension Write in confidence. Box No. 1547 











other benefits 


SALES REPRESENTATION. Men calling on jobbers, weather and water proof 
of heavy duty ignition transformers. Most territories open. Write to 
a-Spark Transformers Div of Universal Conbustion Co Oxford Ave & 
nna. R.R., Tullytown Industrial Park, Tullytown, Pa 





WANTED: Senior Project Engineer with broad background 
equipment to develop expanded product line for long 
manufacturer. Reply Box No. 1548 


domestic heating 
established accessor) 


FOR SALE—NEW FLANGE MOUNTED SUNDSTRAND OIL BURNERS, con- 
sisting of 9-8” SS burners; 4-6” burners; 3-6” XA2 burners. These burners 
priced at $40.00 each. 13-6" XB4 oil burners having a capacity of 3-', GPH 
The price for these burners is $50.00 each. Please reply Box No. 1549 





REPAIR THAT LEAKY FUEL OIL TANK with the new miracle fiberglas plastic 
Tank Bond. Apply to the outside of the tank Put a new bottom in an 
old leaky tank and make it just as good as new! One can is enough to cover the 


bottom of a vertical 275 gal. tank. $4.05 per can or $45.00 per case of 12 cans 


Order from Tank Bond, 400 F St NE Washington 2, D.C 
MAN—Capable f upervising Service and Oil Department of retail fuel oil 
mpans A working knowledge of burners and controls necessary. Must be 





to locate in Washington D.C Excellent opportunity 


Reply Box No. 1550 


eveco ADJUSTODRAFT 


DRAFT CONTROL 


Salary com- 


surate with record and ability 
















Fully adjustable for precise accurate setting 
and instant response to draft variations 
ADJUST-O-DRAFT is quality constructed. A 
cast aluminum ring with built in stops, con- 
cealed solid brass bearings, and other 
features, insure lasting dependability and 
moximum efficiency when you INSTALL 
ADJUST-O-DRAFT. 





Available in sizes from 
5 thru 12 inches 











ee 
MANUFACTURING CO 
45-18—162nd Street 
Flushing, L.1 NLY 





LITE-CAST 


COMBUSTION CHAMBERS 
olvile: qu cia ei Ze) lem aia: 


MONOGRAM has... 


€ 364 standard Designs and 

> sizes of LITE-CAST Insulating 
Refractory Combustion Cham- 
bers for ALL Boilers and 
Furnaces. 


#€q S/N 





75 TO 23 GALLON 


88b8L9Z “ON 


TONGUE & 

GROOVE JC 
° 

HIGH 

SIDE WALLS 

_ 

DOUBLE SEAL 
BETWEEN 

FLOOR & 


DINTS 


WALL 
+ 
PRE-CA 
. 
AIR SPACE 
BENEATH FLOOR 


S PER HOUR 


MONOGRAM PRODUCTS CO., INC. 


731 NORTH 35th STREET, PHILADELPHIA 4, PA 


INDEX TO 


Standard Div 


ining 


Division 
& Equipment 


intery In¢ 


of 
Co 


I RECTORSEAL:5 


Thread and Gasket Sealing Compound 
Slow dry — soft set. 


Dopes more joints per dollar 


leaks at all pressures 


en, dry out or skin over in the open can 


Write for Sample 
If fast dry 


soft set compound 


s desired use Rectorseal #2 


RECTORSEAL 


Dept. O 


2215 Commerce St., Houston 2, Texas 


wa’ ceeventét 


THE POSITIVE LEAK PREVENTER 





Use “CRESCENT PARTS” Service 


Serving St. Louis Trade Area 
“FACTORY REBUILT" Repair Exchange con- 
trol service on all popular makes at regular 
manufacturers list prices and trade discounts. 





Crescent Parts and 
Equipment Co., Inc. 


MAIN OFFICE 
825-831 S. Boyle Ave. 
St. Louis 10, Mo. 
BRANCH 
540 Wimmer Place 
East St. Louis, Ill. 


CONTROLS OIL—GAS —STOKER 


Minneapolis- 
Honeywell 


Parts & Controls 


White-Rodgers Installations 


Materials 
Detroit ¢ Perfex 
P. 


enn & Accessories 





Mercoid ¢ General Heating Specialties 








prevents 
Won't settle, hard 








ADVERTISERS 


L 


LeFebure Corporation 
Liquid Controls Corporation 


Lockheed Electronics C« 


Mack Trucks 

Maid-O-Mist 

Mastercraft Industries 
McDonnell & Miller, Inc 
Meyer & Sons, Inc Willian 


Minneapolis-Honeywell 


Back C 


Regulator Company 

Mobil Oil Company 

Monarch Manufacturing 
Works, Inc 

Mon Product 

Motorola Communication 
Electronics 

Mutual 


gram 


OPW Di 








KEK-CLEANED BOILERS 
LAST LONGER 
GIVE EVEN HEAT 

WITH LESS FUEL 


STEAM ae AVOID 
FASTER AIR LOCK 








LABORATORY 
MADISON NEW 








a oe 


PRINTED FORMS 
AND OPERATION AIDS 


For Immediate Shipment 


Check items you are interested in. 
Attach to your letterhead, mail for 
information, prices, FREE SAMPLES: 
( Degree Day Cards 

( Service Order | () Telephone Call 

C] Service Ticket (] Inter-Office 

[] Service Record Correspondence 

Card EZE Stick Pressure 


C0 Daily Record of Sensitive Label * 
Deliveries Price Charts 


(CD Service Dept. 
Record 

() Authorized 
Receipt 


(] Door Knob 
Notice Card * 


oO METERED ONE-TIME 
CARBON DELIVERY TICKETS 
(Truck—Bulk Plant—Gas Pump! 





Weather Temp 
Recording 
Thermometer 


| 


Safety Sidewalk 
Caution Signs 


Sort-O-Matic Rack 


Company.. 
Street 


State 


print you 


Ci... 


FAllow 2 weeks to i 


)0 Petroleum Firms Over 30 Yrs 


DEGREE DAY SYSTEMS 


39-30F 58 ST.. WOODSIDE 77, N. Y. 


YOUR BEST SOURCE FOR 
ALL TYPES OF FLEXIBLE COUPLINGS 


- osvendl ~ & 


vu. 
1 Set Screw 2 Splined 3 Jaw 
* Dept. F-70 12 * Type * Type 
Only GUARDIAN gives you these features— 
@ ROLL SPINNING—Exclusive process OiINs a 
three components at one time—while f 
operating alignment. 
BRAIDED RUBBER—Ground 1 absolve true 
concentricity. Furnished in BUNA-N TUBE and 
NEOPRENE COVER. Lateral and angular alig 
ment requirements fully met 
ONE-PIECE DESIGN—Minimizes ass 
handling costs. Made to exact le 
Over 6,000,000 Guardian couplin« 
inal equipment. This is your assurance 
quality and universal acceptance in the f 
Write for free descriptive literature 
couplings, service men’s couplings kits 
and Quik Joint compression fittings 


Guardian PRODUCTS corp. 


COUPLING DIVISION 
Dept. F-71, 1215 E. Second St., Michigan City, Ind 


ef 


? 


> , 
ahh 


by Chet Cunningham 


E VERY YEAR about this time Na- 
tional Gargle Your Cooling Sys- 
tem week rolls around. It pays in the 


hot) run to take good care of 


long 
the water works. Do it this way for the 


summer gargle 


é é 


® First, drain that old coolant down 


the storm sewer. Don't save the anti 


freeze, even if it the expensive “perma 
nent 


type. That word means it won't 


boil away easily, nothing else. The 


rust inhibitors in the fluid are used up 
ifter one year, and you don’t want to 
risk the 


rust that two years’ use could 


mean. Pitch it out 
® If a lot of rust shows in the drain. 
a good flushing cleaner 

® Then fill the system and add a 
rust inhibitor. Of course, you'll want to 
use the softest water you can in your 
radiators 


e Now, 


hoses and hose connections, around the 


check for leaks in your 


rreeze-out pl 
] 


SC ils and 


ugs, gaskets, water pump 
heater fittings 
® Next, run the 


engine and let it 
up so the thermostat opens, and 
then look for leaks again. Be sure the 

ind dirt are blown out of the 
Use the air hose for this 
( heck the 


it is working 


ator fins 


temperature gage and 
| use one of the new year-round 
fluids “Dow- 
to check it. Dow 


the fluid can be used now for two 


system such as 


be sure Says 


urs. Check its inhibitor effectiveness 


leaving it in during the summer 


<¢ preca itions now to be sure 
you avoid those unpleasant and costly 
heat breakdowns when the te mperature 
zooms this summer 

Don't let your mechanics pull the 
thermostats out of those fueloil deliv 
ery trucks or installation rigs of yours 
Spring and summer may be here of 


ficially, but those thermos stay in 


The tact is that removing and leav 
ing out a thermostat from any water 
cooled vehicle, will greatly increase 
the fuel consumption, reduce power 
and contribute to spark plug fouling 
due to an accumulation of excessive 
carbon deposits on the insulators 

If you run into excess plug fouling 
on one truck, check to be sure that the 
rig has a thermostat. The thermostat ts 
important to get your engine up to 
Operating temperature quickly, and to 
keep it running at its most efficient 
temperature through the proper cir- 
culation of the coolant 

Are you paying too much for you 
truck insurance? There's a good chance 
you are doubling on some coverage, not 
taking discounts coming to you and not 
cutting some corners that can be cut 


talk 


agent. Be careful that you keep ade 


Have a with your insurance 


quate coverage, but look for places « 
save money. First go over the type of 
coverage you now have. Lock for these 
features which may mean you can save 

® Duplicate coverage. Avoid doubl 
ing up on the same item. For example, 
don’t pay in a truck policy for medical 
coverage that you may be paying for 
in a health and accident policy 

® Does your policy have a lay-up 
This 


sured vehicle is laid up for more than 


means that if your in 


clause? 
30. days, insurance can be suspended 
and a proportionate return of your 
premium made to you. This applies to 
repair work or winter storage. 

The 


insurance. With many company pol 


figure five is important in 


icies you get a fleet discount tf you 


insure five or more rigs. This means 


either cars or trucks. Discounts run 


up to 2% 


of cost 

Usually premium reductions can be 
obtained by applying deductibles to 
your liability plan. For example: If 
your bodily injury claims start pay- 
ment after the first $250, a 25° 
premium saving is often made. 

The “Experience Rating Plan’ is 
something else you'll want to find out 


about. It risk 


average fleets of similar size. If your 


compares your with 


accident record at the end of the year 
is below the average, you earn a better 
insurance rate. If you had more acci- 
dents than the average, you pay higher 


premiums 


98 July 
1961 
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ST 
CHOICE 


OF THE INDUSTRY 
SINCE 1926 


PRECISION NOZZLES 


INDIVIDUALLY OIL TESTED 


No matter how satisfactorily ‘‘test samples’’ may operate in the laboratory, reliable on-the-job, 
PERFORMANCE in the field is still the most positive and final of all nozzle tests. That’s why, even 
after the most precise and carefully controlled manufacturing operations, each and every MONARCH 
nozzle is individually performance-tested on oil! Think of it! Every Monarch nozzle is individually tested 
for capacity, spray-angle, quality of spray and balance. 

Why waste time and money “trying out’’ several 
ordinary nozzles just to find one good one if you can be 
assured of results the first time—every time—with 100% 
tested MONARCH nozzles? 

Whether you are an Oil Burner Manufacturer, a 
Dealer or a Serviceman... You Can Be Sure—If 
it’s a MONARCH NOZZLE! 


AIR MIXING EQUIPMENT 


COMBUSTION HEADS: 
G-81-C Head is as easy to install as an ordinary Air 
Cone and Stabilizer. Produces high CO: with no 


“adjustments” to get out of order. For 37%’ or 4° 
|. D. Air Tubes. 


MANUFACTURING WORKS ’ ie Sloded Cone. Rings and four blade Stabilizers for 


ordinary Air Tube replacement from 31/2" to 8” |. D 


2503 E. ONTARIO ST., PHILADELPHIA 34, PA. Also special ““Anti-Pulsation”” equipment 


ay ha Also available: Flame Mirrors, ‘24 and 
: ; ; vista 48" Nozzle Boxes, Racks, Wrenches, etc. 


DEALERS: Buy from your Monarch Jobber. Write for Catalog “0” 


REMEMBER: It costs more to clean a nozzle than to replace with a new, precision, guaranteed-uniform Monarch Nozzle. 





| GOING STRONGER THAN EVER! 


More and more of these 
Electric Water Feeders are 
being added to M‘Donnell 


Low Water Cut-offs 
Here’s why: 


When you add this No. 101 Electric Water Feeder to a 
McDonnell No. 67 or 69 Series or any other McDonnell 
“twin switch” Low Water Cut-off, you kill two birds with 
one stone: 


You give owner something he needs and likes —the fully 
automatic boiler water level control of a combined water 
feeder and low water cut-off. 


You end unnecessary shutdowns, and the headaches they 

cause ... end them because the No. 101 is right there 
to keep the boiler going through periods when otherwise 
the cut-off might stop the burner. 


The story is simple: Every McDonnell No. 67 or 69 Series 
Cut-off is provided with an extra ‘‘feeder’’ switch that is prac- 
tically shouting for a No. 101. Many No. 101’s have been 
hooked up to these “feeder’’ switches on oil fired jobs. But 
despite the fact that they are going stronger every year, the 
big oil fired market has scarcely been touched. 

That is one big field, but it is only half the story. There are 
also a large number of gas fired boilers, equipped with No. 
67 and 69 Series cut-offs. These Cut-offs have been crying in 
vain for the No. 101... but now comes the good news: 


New model with transformer 
now takes care of the gas boilers 


A new and equally effective electric feeder— No. 101-24V 
—has been developed for gas boilers having low voltage 
control circuits. It has a special low voltage coil and comes 
complete with a companion 24V transformer. Regulations 
prevented wiring line voltage into a terminal box having a 
low voltage circuit, but the 101-24V completely overcomes 
this objection by making 4o// circuits low voltage. 

Note the simplicity of piping and wiring the No. 101. See 
it on display at your wholesaler’s. Ask for latest bulletin. 


MIDONNELL & MILLER, Inc. 
3500 N. Spaulding Ave.. Chicago 18, Ill. 
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Ordinary Solenoid Valves won't do 


The No. 101 was specially designed to perform essential 
functions that cannot be properly handled by a conven- 
tional solenoid valve! The No. 101 valve is spring loaded 
to give it powerful drip-tight closure against any city pres- 
sure, and a compound leverage system assures positive 
valve opening by the solenoid. A button for manual feed- 
ing—exclusive feature—facilitates filling, makeup, and 
testing. It has the same time-tested valve mechanism and 
built-in strainer found in other McDonnell Feeders. 
Straight-through 2 inch inlet and outlet pipe connections 
simplify installation. 

No. 101 and 101-24V are for boilers up to 5000 sq. ft. 
Capacity; maximum steam pressure, 25 psi; maximum 
water supply pressure, 150 psi. 





Makes the boiler water level as automatic 


as the firing 


Nothing could be simpler: Simply insert the No. 101 in 
any horizontal section of cold water piping above or below 
water level. Wire it into the “‘feeder’’ terminals of any 


McDonnell “twin switch’’ Cut Off. 
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